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(A SERIES OF ADVERTISEMENTS ILLUSTRATING HOW LIFE INSURANCE AGENTS SERVE THEIR COMMUNITY BY SELLING LIFE INSURANCE) 


Have You Made a Million Dollars 
Available to Your Community? 





MANy EQUITABLE SOziETY life insurance representa- 
tives have done just that! And a good many more are 
going to do it. By providing, through life insurance, 
for people who would otherwise be dependent, they 
have made it possible for public-spirited citizens to 
divert millions of dollars to about every kind of com- 
munity institution you can name. 

Schools and colleges for the education of our 
young men and women...Hospitals for recovering 
and maintaining health... Institutions for the aged, 
the blind, the orphans, and those with mental dis- 
orders... Libraries for the enjoyment and education 
of young and old alike...There is probably not a 


Hear how the Federal Bureau of Investiga- 
tion is tracking down criminals, 


TUNE IN ON “THIS 1S YOUR FBI!” 


American Broadcasting Company 
EVERY FRIDAY NIGHT 


THOMAS I. PARKINSON, 


person in your community who has not benefited by 
the work of life insurance agents. 

Yes ...selling life insurance is more than a way of 
making a living. Equitable Society field men know 
this—know that the respect they merit by being 
members of a fine profession and an organization like 
The Equitable Society is not the whole story. The 
very nature of their jobs makes them good citizens. 
Their life work is a contribution to the communities 
in which they live. 

Equitable Society representatives can be proud 
that by serving Equitable Society members...they 
serve America. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


President - 393 Seventh Avenue, New York I, N.Y. 





FRIDAY, NOVEMBER 15, 1946 


ecanunadl 





Senn ae 








Wh WORK! 


; oa are those who seek to 
undermine our American economy. Should they 
succeed, the futures of 70 million people who 
have placed in the life insurance companies 
custodianship of $160,000,000,000 worth of 
financial hopes and ambitions would be 
shattered. 


These subversive efforts can be thwarted .. . 
crushed . . . by the 357 life insurance com- 
panies and the thousands of men and women 
who represent them. But if a united front is to 
be presented against these radical economic 
theorists, the feeling that the Field Forces and 
the Home Offices are separate branches of our 
industry must be eliminated. 


That is a big reason behind the close coopera- 
tion between the Union Central Field Force and 
its Home Office. Their basic objective is 
identical — to serve the public with increasing 
effectiveness toward the end that we will have 
in this country a permanently sound economic 
prosperity. 


That’s the way we feel at The Union Central. 
And that’s the way we work. 


THE UNION CENTRAL 
LIFE INSURANCE CO. 


Cincinnati, Ohio 














ALL-AMERICANS, 
ALL... 


The Shield force which repre- 
sents this Company in the field has 
done an All-American job this year, 
producing a record which is making 
Company history. 


With a policy plan to suit every 
need, . . with a premium-paying 
arrangement to fit any family 
budget, .. with their personal service 
to policyholders, . . the men who 
make up the Shield force are per- 
forming as true All-Americans, and 
we are proud of them, every one. 
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| aries View 
| ferest Rates 
bod Guertin Laws 


Important Questions | 
Pondered at Society- 
Institute Cincinnati Parley 












By ROY ROSENQUIST 


CINCINNATI—The combined meet- 
ng of Actuarial Society of America and 
merican Institute of Actuaries, with 
» members in attendance, got down 
hits discussions without ado Monday 
re, even foregoing the addresses of 
besidents E. W. Marshall and E. G. 
yssel so that more time could be given 
ythe important subjects ahead: Interest 
Lies and the commissioners standard 
dinary tables. 

Anumber of forces in action today to 
crease interest rates were outlined by 
). N. Warters, 
ice- president and 
ctuary of Bankers 
ife of Iowa: 

1. Substantially 
higher price levels. 
These, if sustained, 
rate a need for 
dditional working 
pital on the part 
ff business con- 
ems and for addi- 
jonal credit on the 
prt of purchasers 
xpecting to pay 
mie higher prices. 


Revival in Building 


























D. N. 


Warters 


2. A substantial revival in building ac- 
imivity at higher price levels. This means 
pn increased number of mortgages at 
igher average amounts. 

3,A growing demand for capital funds 
m the part of industry in general. Dur- 
img the depression years the demand was 
imcthargic. The additions to capital 
muipment were few. Some economists 
mupport this view by comparing the 
menount of invested capital per worker 
med per dollar of wages paid during each 
lm the last 50 years and say that these 
eclyses show an enormous market for 
mpital equipment today. Studies in the 
ious industries also indicate a need 
for new facilities even in industries, such 
ps the metals products, where many gov- 
ment financed war plants are located. 
Again higher labor costs encourage in- 
teased mechanization. 


Higher National Income 


4A higher national income. In order 
fe carry the government debt, it is 
‘sential that everything possible be 
lone to increase national income. This 
turn means increased dollar earnings 
mor individuals and insofar as they are 
i@ used in paying higher prices, means 
im increased demand for homes, auto- 
mobiles, highways, etc. 
im °. The end of deficit financing by the 
fovernment. This together with the re- 
mption of some maturing obligations 
4 reduced the amount of bank deposits 
os banks are no longer increasing hold- 
es of. government securities. Thus, 
ia capital markets should now more 
“osely reflect the factors of supply and 
frig. as determined by business ac- 
on The fear of inflation. 
Tat 



















’ As, in the 

nion of many economists, low interest 

*s are inflationary, we may see a re- 
(CONTINUED ON PAGE 18) 





PRESIDENTIAL ADDRESS 





Hanselman Asks Straight 
Thinking for Problems Ahead 





A penetrating analysis of major prob- 


lems for which agency executives must 
have answers in 
years ahead was 


given by Wendell 
F. Hanselman, 
vice - president 
Union Central Life 


and president of 
L.I.A.M.A., in his 
address at its an- 
nual meeting in 
Chicago. 

There is a dan- 
ger that thinking 





by sales executives 
may become con- 
fused, Mr. Hansel- 
man said, as they 
read bad news in the morning paper 
and then at the office find each day’s 
sales set a new record. It is impera- 
tive, then, that the agency executive 
avoid confusion of thought and over- 
confidence. 

Mr. Hanselman remarked that in 
spite of the high sales levels, the life 
business faces many serious problems 
demanding a realitic appraisal of the 
future. He said that the directors 
and committee members of the associa- 
tion, representatives of 54 companies, 
have analyzed the business on institu- 


Ww. F. 


Hanselman 


tional lines, and have come up with 
nine questions demanding straight 
thinking. 


Scientific Market Analysis 


The first of these is scientific market 
analysis, an almost untouched field in 
the life business. 

Mr. Hanselman noted that life insur- 
ance is a business of figures and has 
plenty of statistics. The amount of 
business is broken down into states and 
cities and many other statistics are 
available. They are valuable in guid- 
ing decisions, but do not constitute 
scientific analysis. It is still impossible 
for anyone to declare what really is 
adequate coverage. 

There is agitation for adequate cov- 
erage on the part of the public and 
social security is becoming increasingly 
popular, but there is still no answer to 
what are the life insurance needs in 
Peoria, Birmingham and Boston, and 
to what extent policyholders in vari- 
ous income brackets in each city can 
stand the cost of insurance to cover 
these needs. 

The advantage of such knowledge 
would be of benefit to a company plan- 
ning to expand by installing new agen- 
cies. They could learn which income 


bracket in what section of a_ city 
presents the greatest difference be- 
tween present coverage and potential 
markets. Other big businesses know 
these answers and the life industry has 
reached the point where it is essential 
that it know more about its market 
and this ‘information will be worth 
whatever it costs, Mr. Hanselman de- 
clared. 


Higher Salesmanship Standards 


Obtaining higher standards of sales- 
manship in the future is the second 
problem, he said. 

Salesmanship in many quarters has 
reached a low ebb because salesmen in 
most lines have spent the last four 
years trying to keep people happy 
without selling them anything. This 
does not apply so strongly to life in- 
surance, as despite the high volume of 
sales, it still requires good salesmanship 
to create a substantial volume of high 
quality business. 

However, it is the life insurance agent 
who must carry the torch for salesman- 
ship until it is once again at a premium 
in other lines of business.’ Mr. Hansel- 
man asserted that salesmanship is the 
foundation of the whole system of free 
enterprise and life agents are fighting 
a battle almost singlehanded to keep it 
at a high level of public esteem. 


Compensation Problems 


The perfect solution to the problem 
of compensation has been partially 
worked out. It is well along the road 
to being answered for agents, but much 
less has been accomplished for man- 
agers. Mr. Hanselman noted that a 
source of trouble is evident in a sys- 
tem where compensation is not ac- 
curately geared to the specific objectives 
in the best interests of the company. 

Problem 4 is the need for scientific 
methods of selecting salesmen and an 
even greater need for scientific selec- 
tion of managers and general agents. 

Although life insurance may be fore- 
most in selecting applicants for sales 
positions, it is still the exceptional man- 
ager who can point to a record of one 
permanently successful salesman for 
each two placed under contract. 

Life insurance does not lead in select- 
ing managers and general agents, he 
said. That selection is perhaps the 
greatest problem that faces home office 
agency executives. 

He asked that if companies could 
cut managerial failures 50% through 
a scientific selection, would it not be 

(CONTINUED ON PAGE 19) 





BIG RUSH TO SPELL CLARIS ADAMS 





President Claris 
Adams of Ohio State 
Life (left) is here 
looking over the 
score card with 
Agency Vice - presi- 
dent Frank L. 
Barnes in the pro- 
duction campaign in 
his honor that was 
recently completed. 
The idea, as it can 
be seen, was for each 
agent during the 
period of the contest 
to spell out the 
name of their presi- 
dent with “apps.” 
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Cecil J. North 


Named President 
of L.1.A.M.A. 


Record Attendance of 
Agency Executives at An- 
nual Meeting in Chicago 


NEW OFFICERS ELECTED 

President—Cecil J. North, Metro- 
politan Life. 

New directors (three year terms) — 
Dudley Dowell, New York Life; Rob- 
ert B. Coolidge, Aetna Life; George 
Dunbar, Mutual Life of Canada; M. 
Allen Anderson, Republic National 
(reelected). 


By H. J. BURRIDGE 

What was probably the largest group 
of life company agency officers ever as- 
sembled at any one gathering, convened 
at Chicago’s famous Edgewater Beach 
Hotel for four days this week. The oc- 
casion was the first 
annual meeting of 
the Life Insurance 
Agencr Manage- 
ment Assn. organ- 
ized last year as 
the successor to 
the Assn. of Life 
Agency Officers 
and Life Insurance 
Sales Research Bu- 
reau. In addition 
to the agency tal- 
ent, the presidents 
of dozens of life 
companies were on 
hand, from Leroy 
A. Lincoln, Metropolitan, down to com- 
papies with less than $50 million in force. 
It was a well conceived, capably exe- 
cuted meeting, lacking none of the drive 
and scope of those held by its two prede- 
cessor Organizations in the past. Presi- 
dent Wendell F. Hanselman, Union 
Central, was a poised, resourceful and 
prepared chairman. Benjamin N. Wood- 
son, Commonwealth, who prepared the 
program, devoted about half of it to ed- 
ucation and training, subjects that are 
getting top consideration from most life 
companies at this time. 


North Elected President 


Cecil J. North, vice-president in 
charge of field management of Metro- 
politan Life, is the new president. Mr. 
North has been an active member of 
the association for many years. 

He was born in 1894 in Kansas City, 
Mo., and is a cum laude graduate of 
Harvard. He entered the life business 
with Metropolitan in 1920 at Cambridge, 
Mass. Two years later he became as- 
sistant manager. In 1929 he was named 
superintendent of agents, in 1939 third 
vice-president, and in 1944 he assumed 
his present position. 

Mr. North was a captain of artillery 
in the first war. 

The “new” organization is composed 
of 173 member companies of which 21 
are Canadian. Thé five latest to join are 
Crusader of England; Liberty Life, N. 
C.;:State Capital Life, N. C.; Inter- 
state Life & Accident, and Texas Life 
of Waco. Ever since the consolida- 
tion of the two former organiza- 
tions, the association has been search- 
ing for a research director. It 
was announced at this week’s meeting 
that the right man had been found, 
and that the appointment will be made 
within the next few weeks. 

(CONTINUED ON PAGE 17) 
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Influence of Labor 
Unions on Pension 
Plans Is Weighed 


Pension Conference at 
Philadelphia of U. S. 
Chamber Draws 200 


By ROBERT B. MITCHELL 


Labor unions and their influence on 
the future of pension plans loomed up 
in a compelling way at the pension con- 
ference at Philadelphia attended by 
many corporation executives and spon- 
sored by the U. S. Chamber of Com- 
merce and the Philadelphia chamber 
and Board of Trade. 

The two-day gathering was attended 
by more than 200, of whom about 65% 
were representatives of employer cor- 
porations, to 25% insurance men 
and/or pension consultants, and the 
balance lawyers, bankers, accountants, 
and miscellaneous. Despite the some- 
times complex matters discussed, the 
program held the audience’s attention 
closely. It was noticeable that there 
was no discussion about whether pen- 
sions were desirable or not, that fact 
seeming to be taken as an accepted fact. 
Occasionally the more technical mate- 
rial may have been beyond the depth 
of some but if so it only served to 
point to the need of getting expert 
advice for corporations lacking It. 


99 
we 


Ostheimer Tells Union Angles 


Alfred J. Ostheimer III of North- 
western Mutual, Philadelphia, a pen- 
sion expert, emphasized the importance 
of an employer's taking into account 
the union situation where there is a 
union or likely to be one. 

“If I were an employer of union la- 
bor I would not put in a pension plan 
without the most careful consideration 
as to consequences,” he said. By the 
mere fact that an employer puts In a 
plan voluntarily, without its being a 
matter of negotiation with a union, he 
is getting his neck out, Mr. Ostheimer 
warned. 

Any pension plan that was ever de- 
vised can be criticized, he pointed out. 
If it is contributory then it should have 
been non-contributory. If it is non-con- 
tributory then it should have been con- 
tributory. The vesting system is wrong, 
or any one of a score of flaws can be 
picked. 

If a pension plan is put in that has 
the contributory feature this is likely to 
be offset in the next collective bargain- 
ing negotiations, Mr. Ostheimer said. 


Advises Waiting to Get Union Views 


“Unless I knew exactly where I stood 
with the union I’d wait before putting 
in a pension plan so that it would be 
part of negotiations and so they couldn’t 
negotiate me out of it,” he said. For 
the employer who wanted to go ahead 
anyway, he advised first discussing the 
proposal with the union and then put- 
ting in a “bare-naked” old age plan 
with no contribution by employes, since 
with this .the employer could be hurt 
the least by whatever the union might 
do. 

The labor union situation is the hot- 
test thing in the pension picture, Mr. 
Ostheimer said. He predicted that 
within the next five years every em- 
ployer with unionized labor will be 
asked to set up a pension plan. Un- 
less the recent election changes the 
situation, and it seems unlikely that it 
will, the unions will be rather success- 
ful in their demands, he said. When 


wage rates begin to slip demands for 
pension plans will be one of the first 
means by which the unions will try 
to offset the lower rates, he predicted. 


EFFECT ON EMPLOYES 








Another current development cited by 
Mr. Ostheimer is the growing tendency 
of employers with pension plans to be- 
come concerned about their effect on 
employes. Firms are spending a lot of 
money and yet employes may be won- 
dering what tangible results they are 
getting, particularly if there have been 
no retirements for five years or so, 
the plan’s death benefit is limited to 
return of the employe’s contributions 
with interest, and there is a long vest- 
ing period. 

Firms in this position want to know 
how to promote the plan with their 
employes so that it improves employe 
relations. Their only selling point is 
that it-is a savings plan with the pos- 


A. J. Ostheimer D. B. Maduro 

sibility of a long-term gain, but this is 
not much good in whipping up enthu- 
siasm for the plan. Mr. Ostheimer said 
he thought the trend would be toward 
more “sex appeal”—meaning insured 
death benefits, accident and sickness 
coverage, etc.—so that the employer 
can get some good will to use in hold- 
ing and getting desirable employes. 


Pros and Cons of Vesting 


Giving the pros and cons of vesting 
the employer’s contribution in the em- 
ploye, Mr. Ostheimer said his own be- 
lief was that vesting should be gradual, 
without “bumps.” It should preferably 
be on an annual basis, so that each 
year the employe has a little more 
vesting equity to look forward to. 

On the other hand, there should be 
no full vesting until the employe has 
reached an age where he is no longer 
likely to quit and go to a competitor. 
He suggested no full vesting until the 
earliest age at which the employe would 
be permitted to retire under the plan. 
He suggested that vesting be at the 
rate of 5% a year, though for admin- 
istrative reasons it might be desirable 
to have no vesting for the first five 
years and then jump to 20 or 25%. 
Mr. Ostheimer opposed vesting based 
on years of service only, as this might 
result in a young man getting a fully 
vested equity when he was young 
enough to be lured away by a competi- 
tor. There should be a penalty for 
jumping ship, he emphasized. 


Opposes Compulsory Retirement 


Mr. Ostheimer also opposed compul- 
sory retirement at normal retirement 
age, though some employers would 
probably want to have this feature. A 
better system, he said, is to have it un- 
derstood that all will be retired at the 
normal retirement age unless the firm 
wants to make an exception and the 
employe wants to stay on. 

Getting in a plug for the well quali- 


* fied pension consultants, of whom he 


said there are many, Mr. Ostheimer 
said there are two ways in which an 
employer may obtain a retirement plan. 
He can be sold one or he can buy one. 
In the latter event it will be because 
someone has helped him work out his 
thinking so that he has something that 
he believes in and knows it is safe to 
embark on. 
(CONTINUED ON PAGE 20) 


L.LA Rally on 
Pre-War Scale 


NEW YORK—For the first time 
since 1941, the annual meeting of Life 
Insurance Assn. of 
America will be on 
a pre-war scale. 
The meeting, to be 
held at the Wal- 
dorf - Astoria here 
Dec. 13, will be the 
fortieth annual 
gathering. 

This year there 
will be open ses- 
sions in both morn- 
ing and afternoon. 
The program com- 
mittee, which is 
headed by Leroy A. 
Lincoln, president 
of Metropolitan Life, has arranged for 
addresses by leaders from outside the 
business, and there will be panel dis- 
cussions on important subjects. 

Although the association held a one- 
day open meeting in 1943, there was 
only one outside speaker, the remainder 
of the sessions being given over to ad- 
dresses and reports by life insurance 
executives and representatives of insur- 
ance organizations. 

A luncheon will be held. These affairs 
are usually attended by about 400. 

The directors will meet the afternoon 
of Dec. 12. 


L. A. Lincoln 


Alter National 
Quality Award 
Requirements 


The National Quality Award qualifi- 
cations have been altered so that death 
claims are now excluded from termina- 
tions when figuring persistency of bus- 
iness; so that conversion of the term 
policy during the first two years shall 
not be considered a termination; and 
so that the applicant, though he still 
must have been recognized as a full 
time agent for the proceeding two cal- 
endar years, will not necessarily have 
to have been with his present company 
for that period. 

These changes were agreed upon at a 
meeting of subcommittees of the N.A. 
L.U. committee on conservation and 
the L.I.A.M.A. committee on quality 
business. It is expected that applica- 
tions will be made available in Decem- 
ber. They must be filed with the com- 
mittees prior to the March 1 dead-line. 
_ To qualify, agents in United States 
must show $150,000 production on at 
least 15 lives during each of the last 
two calendar years, 90% to be in force 
at the end of the two year period. Vet- 
erans returning to the business during 
1946 or up until March 1, 1947, may also 
qualify under the new setup by using 
their production and persistency experi- 
ence for the two years preceding induc- 
tion. 

Inaugurated in the United States in 
1945 and in Canada in 1946 as a joint 
product of N.A.L.U. and L.I.A.M.A., 
awards during the first year were made 
to 1,300 and 3,376 were honored during 
the last year. More than 400 qualified 
in Canada the first year. The idea was 
originally suggested by Lawrence J. 
Doolin, assistant manager of agencies of 
Fidelity Mutual. The new changes were 
voted upon favorably by the L.I.A.M.A. 
board in June and by the N.A.L.U. 
board in September. 

Representing N.A.L.U. at the revision 
meeting were: Frank Alberts, Aetna 
Life; Harold Smyth, general agent Na- 
tional Life of Vermont; and Wilfrid E. 
Jones, director of publications N.A.L.U. 
Those present for L.I.A.M.A. were: Eu- 
gene C. Kelly, manager of agencies 
Home Life; Mr. Doolin, and Richard N. 
Ford, assistant director in charge of 
publications of L.I.A.M.A. 


Zimmerman Says 
Training Weakest 
at Managers’ Level 


Theme of the speech by Charl 
Zimmerman, acting managing ites 
at the L.I.A.M.A. 
meeting was that 
the least progress 
in selection and 
training has been 
made at the field 
management level, 
the vital link that 
joins home office 
and field. 

In further im- 
proving the agency 
system, lies the 
great opportunity 
and need of the 
business. The in- 
dustry also has 
been lagging sadly in its knowledge 
markets and the progress made in ge 
tion, training and supervision of m 
agerial forces will reflect directly 
the utilization of the knowledge tho 
research gained in fields of markets 
methods, Mr. Zimmerman said, 

Investment and underwriting 
tions, although admirably performe 
life insurance companies, are not ex 
sive to life insurance, Mr. Zimmer 
declared. 

It is the agency system, with all 
it implies in selling, serving and q 
serving, which is uniquely and e¢ 
sively the function of the institution 
life insurance. This institution is for 
nate to have already made some px 
ress in the field of humanics, prim 
through the research efforts of Life 
surance Sales Research Bureau, 

“Tf we accept the premise that hum 
understanding is one of, if not the de 
inant attribute in successful mang 
ment, then we must select and traing 
managerial force with this upperm 
in mind,” he said. 

The speaker added that “hearteni 
steps were being taken to correct { 
situation through research studies le 
ing to scientific selection tests, } 
termed these studies “not the ultim 
but a sound beginning.” 


Progress in Humanics 


“T believe that we could fairly dele 
the thesis that life insurance has m 
more progress, even though it is ¢ 
a start, in the field of humanics t 
has business and industry genera 
Our morale studies, and more rect 
our job satisfaction and job opinions 
veys are evidence of this. However, 
have without doubt lagged sadly ine 
knowledge of markets. 4 

“A knowledge of markets,” Mr. 
merman emphasized, “will give 
measure for both the number and & 
of men who can most efficiently st 
i 

“We must examine and reexamined 
present methods and _ techniques ! 
the standpoint of their usefulness 
effectiveness, eliminate those which 
unessential, improve those which 
adequate, tighten those which 
wasteful.” : 


C. J. Zin 


Doctor-Insurance Parley 


W ASHIGTON—Meetings 
for Philadelphia, Nov. 5-6 of the! 
insurance-American Medical Asst. § 
committees on cooperation to pf 
prepaid medical care insurance 
study rural problems have been } 
poned until Nov. 22-23, af the 
Insurance Assn. of America iit 
New York, Ambrose Kelly, chat 
of the insurance halves of ! 
groups, states. : 

The purpose is to develop ides 
submission to the full A.M.Aqi 
ance joint committee, which 
in Chicago, Dec. 5. 
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ndall Describes 
pbilizing Work 
life Agents 


stating that life insurance salesmen 
reservers Of private enterprise, 
se W. Randall, president of Travel- 
fast week urged members of the 
ord Life Underwriters Assn. to 
nue their stabilizing influence upon 
merican economy by spreading the 
dine of systematic savings through 


e Pp 


grance. 

The public will be grateful when the 
table readjustment comes, _ that 
wey put into war bonds and life in- 
ce will be their cushion to carry 
im through the period when economy 
regaining its equilibrium, he said. 

fe pointed out that without the lim- 
{ liability corporation and the wide- 
rad utilization of insurance it would 
have been possible to build up 
nsportation, manufacturing, mining 
4 banking facilities because there 
mid have been no, venture capital 
hooming unless investors had been 
wred that liability could not exceed 
nounts of investments. 

We must strengthen our private en- 


MMnrise, improve it and make it more 


shly competitive, he said, warning 
at communism and a severe depres- 
bm are the two threats to private en- 
rorise that would ruin the democratic 


stem. : ‘ 
“Private enterprise and communism 


and excl on trial before the rest of the world. 
Stitution lam convinced that if we make our pri- 
ON is forte enterprise system produce a 
Some prigeater, more widespread and more sus- 
S, Primaniind prosperity than the Russians 
of Life li able to produce under communism, 
au, ose nations of the world now under 
that hummmunist domination will choose to 
>t the domiilow our system vather than that of 
11 managiiyssia.” 

id train @A brief period of readjustment holds 
Uppermom threat for the future of private en- 
Bbytse, he declared. Something of 
hearteniafiit kind within the near future must 
correct tim® expected. But another long and se- 
tudies lailre depression such as that of the 
tests. iMfirties might be fatal. To avoid this 
1e ultimifid of depression, the speculative 
bms that end in such depressions 

ust be avoided. 

: Bile said that for the past five years 
irly dele salesmen have been combating in- 
> has milton and thus exerting a great stabil- 

It 18 (ing influence on the national economy 
anics WA helping to curb the boom. “You 
generave been persuading people to take the 
re rectiillars that they might have used to bid 
pinion MMinst each other in the overcrowded, 
owevel, WBderstocked consumer markets and put 
adly Nem into life insurance where they 

Mt exert any influence on the price 

Mr. tf rel,” 

give WEMr, Randall pointed to the substantial 
r and lifherves of purchasing power, in the 
ently sim of cash values on their life insur- 

. et, war bonds and bank deposits, set 
xamine@® by the people as the economic wall 
ques hich can prevent the inevitable read- 
ulness iment from becoming a long and se- 
which te depression. 

which Mr, Randall paid tribute to the great 

which ily of the life insurance salesmen 

* Bi their effort in selling life insurance 

the United States. Pointing to his 
ley @P*tience in the insurance business and 
+090 early youth on a farm, he said, “We 

: i wm tte home office staffs like to think 

the MB the presence of big head offices in 

a etiord has been a factor in making 
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me folks receptive to the whole insur- 
te idea but we always have to admit 
tno crop ever harvests itself whether 
ay or life insurance.” 





-W. Hartshorn at Cincinnati 


CINCINNATI—W. W. Hartshorn, 


stintendent of agencies of Metro- 

ill address the Cincinnati As- 

ted Life General Agents & Man- 
0 





ts Noy. 20. 


CONN. MUTUAL LIFE APARTMENT HOUSE PROJECT 





Architect’s draw- 
ing of the 81-unit 
apartment house to 
be erected by Con- 
necticut Mutual Life 
at a cost of some 
$400,000 at Myrtle 
and Garden streets, 
Hartford, across 
from its home office. 

The architects are 
Moore & Salsbury of 
West Hartford and 
Robert Glenn of 
New York will su- 
pervise construction. 


{ 
| 








R. P. Boardman New 


Wis. National Head 





OSHKOSH, WIS.— Gen. C. R. 
Boardman, who has been president of 
Wisconsin National Life here for the 
past 36 years, has retired. He is suc- 
ceeded by his son, Robert P. Board- 
man, who has been executive vice-pres- 
ident since 1945, 

G. A. L’Estrange, vice-president and 
agency director, has been elected to the 
board to replace Gen. Boardman. Allen 
C. Eastlack, actuary, has been elected 
vice-president and actuary. 

Gen. Boardman, a native of Wis- 
consin, has just celebrated his 86th 
birthday, but has continued active in 
the management of the company, of 
which he was one of the founders in 
1908. He is a graduate of the Uni- 
versity of Wisconsin and has been for 
many years one of the owners of the 
Oshkosh “Daily Northwestern.” In the 
first world war he served as brigadier 
general in command of the 64th bri- 
gade, 32d division. 

R. P. Boardman was in the banking 
business before becoming connected with 


Wisconsin National, particularly in the 
trust field. He graduated from various 
army schools during the first war and 
has a permanent commission as lieu- 
tenant colonel, infantry reserve. 





Revision of Licensing 
Laws in Texas Urged 


R. N. Lewis, Great National Life, 
vice-president Texas Assn. of Life Un- 
derwriters, spoke at Austin of the value 
of local, state and National association 
membership. He spoke of the National 
quality award as a means of recogniz- 
ing quality work. 

Speaking of the need for an improved 
licensing law, he said that in Texas 
there is need for a change in licensing 
which will distinguish the legal reserve 
salesman from the burial insurance 
salesman. ? 

O. D. Harlan, president San Antonio 
Accident & Health Assn., presented an 
invitation to attend the A. & H. sales 
congress in San Antonio Nov. 19. 








ance and life 


the age of 85. 





Fire Motivation 


“1906, April 18 to 20; Earthquake followed 
by a great fire destroys large portion of 
San Francisco, including the business section. 
Loss about $350,000.” 


That is quoted from an historical note in the diction- 
ary. On April 28 there was mailed the first Penn Mutual 
application out of San Francisco following the fire. The 
applicant was a street contractor who had been born in 
County Limerick, Ireland, in 1861. The case was for 
$5,000. One gathers that motivation for both fire insur- 
insurance was 
Francisco than at the time of the earthquake and fire. 


The Irish-American applicant for this $5,000 Ordi- 
nary Life case was 45 years old at the time. He re- 
mained in San Francisco and died there this year at 


When he was 80 years old he had permitted the in- 
surance to lapse for non-payment of premium, taking 
a paid-up Life policy for $3,836. He had remained in 
good health for 40 years and had died from the infirmi- 
ties of old age. The amount of the claim was divided 
among his six children and there was also a $1,000 
Ordinary Life policy for which he had insured in 1916, 
ten years after the fire. This also was payable in 1946. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


San 


never stronger in 

















Liberalizing State 
Laws, Building Codes 
Called Housing Aid 


Would Increase Life Insur- 
ance Investments, Foster 
Tells Legion Committee 


One road to increased housing facili- 

ties for veterans lies in relaxation of the 
laws of many states as they relate to 
the investment of life insurance funds in 
housing, and in the modernization of 
state and local building codes, Stephen 
Foster, economic adviser of New York 
Life, told the National Housing Confer- 
ence of the American Legion. Mr. 
Foster and Donald B. Woodward, sec- 
ond vice-president of Mutual Life, rep- 
resented the American Life Convention 
at the week-long conference, called. to 
chart a course of action leading to a so- 
lution of the current veterans’ housing 
shortage. 
_ As spokesman for the life insurance 
industry, although pointing out that he 
had not had time to clear with the entire 
business, Mr. Foster recalled that the 
companies have invested or are invest- 
ing some $250 million in housing units 
which have been completed, planned or 
are under construction. He said it is in 
the rental field that life companies might 
most readily expand their operations, 
added that much of the capital which 
might be invested in this field is locked 
up by stringent state laws prohibiting 
life insurance investments in housing, 
and even more is withheld from the 
market by reason of antiquated build- 
ing codes, both state and local, which 
otten make modern construction impos- 
sible on reasonable cost basis. 


Specific Information Sought 


Mr. Foster and Mr. Woodward were 
requested to endeavor to obtain specific 
information for the Legion committee 
on a number of questions relating to the 
interest of life insurance in housing 
projects, including, if possible, a model 
state or local law providing best build- 
ing code provisions. 

Mr. Foster said that at the end of 
1945 the entire life insurance industry 
held mortgages aggregating over $6% 
billion. More than $3% billion repre- 
sented mortgages on residential prop- 
erty and it is estimated that of this lat- 
ter figure well over $1% billion are on 
rental residential properties. 

He said the advancement of this pro- 
gram does not depend upon the passage 
of additional federal legislation. The 
companies have not asked and are not 
asking for the yield insurance provisions 
of the Wagner-Ellender-Taft bill. They 
are, however, interested in the liberal- 
ization of state and local restrictions. 
He pointed out that only eight or nine 
states positively authorize companies to 
undertake building operations and only 
10 or 15 states definitely authorize the 
companies domiciled in those eight or 
nine states to do business in other 
states. “To put the matter another 
way,” he said, “we are excluded from 
conducting a residential construction op- 
eration in at least half of the states of 
the union. In Louisiana ,for example, 
we could not if we wanted to construct 
the type of rental property which we 
are discussing. 

“It seems to us that the thing that 
your committee might do ,at least as far 
as life insurance companies are con- 
cerned, to aid and expedite home build- 
ing is this: Support state and local leg- 
islation designed (1) to broaden the 
laws covering investment by life insur- 
ance companies and (2) improve and 
modernize the building codes.” 
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FIC, A. & H., and 
Robinson-Patman 
Reports Made 


N.A.I.C. Committees Re- 
lease Sheat of Documents 
Revealing Excogitation 


The N.A.I.C. committees on rates 
and rating organizations and on federal 
legislation this week released a for- 
midable lot of documents. 

When sorted out, they proved to be: 
—A fair trade practices bill at the state 

level, empowering the commissioner, 

after hearing, to determine unfair 
practices other than those specifically 
enumerated and to issue cease and 
desist orders as to all unfair practices 


whether enumerated or not. 

—A fair trade practices bill at the state 
level under which the power to make 
adjudications as to unfair acts and 
practices and to issue cease and desist 
orders’ is given to the courts through 
the medium of the attorney general. 

—Three reports of the all-industry sub- 
committee on the Robinson-Patman 
act. 


A. & H. Considerations 


—A bill for form and rate filing for 
accident and health insurance, which 
is neither the measure recommended 
by the H. & A. Underwriters Con- 
ference nor that put forward by the 
Bureau of Personal A. & H. Under- 
writers but which “was developed 
(by whom it is not stated) as a re- 
sult of a study of these two and legis- 
lation now in force in certain states.” 

—A report of the meeting of the joint 
commissioners committees at New 
York Oct. 23-26. 


Should Keep Out FTC 


The committee was unanimous upon 
the proposition that the regulation of 
unfair acts and practices should not be 
left to the federal trade commission. 
It looked with favor upon two alterna- 
tive methods of dealing with this prob- 
lem. In both alternatives unfair meth- 
ods of competition and unfair or decep- 
tive acts and practices are prohibited. 
The two proposals enumerate specific 
unfair acts and practices in the business 
which are generally known. But the 
enumeration of specific acts and prac- 


tices will not completely occupy the 
field and, therefore, provision had to 
be made for an omnibus section to 


cover unenumerated acts and practices. 
Each of the bills enumerates unfair 
practites under these headings: 
Misrepresentations and false adver- 
tising of policy contracts; false infor- 
mation and advertising generally; def- 
amation; boycott, coercion and intimi- 
dation; false financial statements; stock 


operations and advisory board con- 
tracts; discrimination, rebates. 
Stock Operations 


The stock operations and advisory 
board ‘contracts subsection prohibits of- 
fering agency company stock or other 
capital stock, or benefit certificates or 
shares in any common-law corporation, 
or securities or any special or advisory 
board or other contracts of any kind 
promising returns and profits as an 
inducement to insurance. 

The discrimination paragraph specifies 
that no life insurance company shall 
make any distinction or discrimination 
in favor of individuals between those 
of the same class and equal expecta- 
tion of life in the rates charged for 
contracts of insurance or of life annuity 
or in the dividends or other benefits 


payable, or in any other of the terms 
and conditions of its contracts it makes, 
nor shall it discriminate unfairly be- 
tween other risks involving essentially 
the same hazards and expense elements 
or between risks in the application of 
like rates and credits. 

As to rebates it is stipulated that no 
life insurance or agent shall make any 
agreement other than as plainly ex- 
pressed in the policy; nor shall they 
make any rebate of premiums, or any 
special favor or advantage in the divi- 
dends or other benefits, or any valuable 
consideration or inducement not speci- 
fied in the policy contract, or give, sell, 
or purchase as inducement to insurance 
or in connection therewith, any securi- 
ties or any dividends or profits accrued 
thereon, or anything of value whatso- 
ever not specified in the policy. 

However, there is no prohibition 
against a non-participating company 
paying bonuses to policyholders or 
otherwise abating their premiums in 
whole or in part out of surplus accu- 
mulated from non-participating insur- 
ance; nor against any industrial com- 
pany returning to policyholders who 
have made premium payments for a 
period of at least one year directly to 
the company at its home or district of- 
fices, a percentage of the premium 
which the company would have paid 
for the collection of such premiums; 
nor against the readjustment of the rate 
of premium for a group life policy 
based on the loss or expense experience 
thereunder, at the end of any year of 
insurance, such readjustment to be 
made retroactive only for such policy 
year. 


A. & H. FEATURE 








Certain conditions in the A. & H. 
business have been a source of grave 
concern to the commissioners, accord- 
ing to the release. For years many 
states have passed upon A. & H. forms 
used. It has been suggested, however, 
that supervision of forms is not enough 
and that rates should likewise be su- 
pervised, possibly under the ordinary 
rate regulatory bill. While the com- 
mittee recognized that this is a possible 
solution, the complexities of the busi- 
ness and the fact that it is transacted 
by different types of insurers induced 
the committee to consider first the 
merits of a separate approach. 

The committee agreed that legisla- 
tion should be enacted prescribing 
standards not only for the forms but 
for the premiums because there is a 
direct relationship between the cover- 
age and the premium charged. The 
problem is further complicated because 
certain companies act in concert and 
desire to continue that procedure . If 
these companies are to continue these 


activities, the committee recognizes 
that legislation is necessary in this 
respect. 


The proposal to which the committee 
gave particular attention provides that 
no policy can be issued unless forms, 
applications, endorsements,  classifica- 
tions of risks and premium charges 

(CONTINUED ON PAGE 24) 


Avoid Bargain Appeal in 
Change to Guertin Basis 


There are some indications that agents 
will not use impending changes of their 
companies to the C.S.O. basis as a 
springboard for selling insurance before 
the date of the change to take advan- 
tage of old rates and values. In the 
past few years as rates have been in- 
creased, the agents of one company 
after another have put on a big drive 
for business just before the dead-line 
and have had great success with the 
bargain appeal. 

However, the strategy in switching to 
the C.S.O. table seems to be to portray 
the changes as possessing certain ad- 
vantages and there has been some cir- 
cularization of prospects on the part of 
agents who are offering to drop in and 
explain some of the features of the 
C.S.O. table and the Guertin formula. 








Morphine Injection, Collapse 
of Respiratory System, 
Pneumonia, Double Indem. 


Students of accidental means have got 
one for the book in the decision of the 
U. S. tenth circuit court of appeals hold- 
ing New York Life liable for double in- 
demnity benefits in a death as a result 
of pneumonia, which was induced by 
complete respiratory collapse, which in 
turn was the result of morphine injec- 
tions. The case was New York Life vs. 
Cooper. i 

The injections were administered for 
relief of kidney stone pain. The trial 
court found that while complete col- 
lapse of the respiratory system may 
follow the injection of morphine sul- 
phate, such a result is regarded by 
physicians as only a remote possibility 
and one that is not to be expected. 

Death then, the court, stated, was the 
unexpected result of intended means. 
New York Life contended that an acci- 
dental result of intended means is not 
covered. 

This was a Kansas contract and the 
court of appeals said the question is 
what the Kansas courts have held. The 
court concluded that Kansas makes no 
distinction between accidental means and 
accidental results of intended means. 
Hence the judgment for the beneficiary 
was affirmed. 

William H. Martin, William F. Tucker 
were attorneys for New York Life while 
the beneficiary was represented by Gar- 
rett Logan, Villard Martin, Virgil Hicks. 





Phoenix Mutual Salary Hike 


Phoenix Mutual has followed the lead 
of other Hartford companies with 
announcement of a general salary in- 
crease of 10% to all regular salaried 
employes who have been with the com- 
pany a year or longer and who are re- 
ceiving less than $7,000 annually, with 
the proviso that no individual increase 
shall exceed $500 a year. Salaries of 
those with the company less than a year 
will be considered individually. 





Berge Is Reassuring as to FTC 


Especial interest has been taken in the comments made by Wendell Berge, 
assistant U. S. Attorney General in charge of the anti-trust division, on the sub- 
ject of the federal trade commission act, in addressing a joint meeting of the West 
Virginia Assn. of Insurance Agents and school of business administration of Uni- 
versity of West Virginia at Morgantown last Friday. 

His remarks on this subject were underscored by those who two weeks earlier 
had followed Mr. Berge’s remarks at the meeting of the insurance section of the 
American Bar Assn. at Atlantic City. At that time, during a question and answer 
period, he made some observations that were somewhat disquieting to those who 
believe that it is possible to enact state legislation that will oust the federal trade 


commission from operating in the insurance arena. 


Mr. Berge’s remarks at the 


West Virginia meeting were reassuring. The significant paragraph in that speech 


reads: 


“The question as to whether the states shall legislate with respect to rates, and 


with respect to unfair trade practices is one for their own determination. 


If they 


desire to legislate in these fields, they must do so adequately and affirmatively, 
if, within the meaning of section 2(b) of public law 15, they wish to secure immun- 
ity from the Sherman act and the federal trade commission act.” 













































For one thing, business is so 2004 
the normal course that agents 4, 
feel the necessity of using the bars 
appeal these days. Then, again, at « 
ages and under some plans, the Gael 
rates may actually be lower thay q 
present ones. ; 
Another factor, just at this time 
way, is that the companies Operatin 
New York are prohibited by the fj 
York department from engaging ig , 
special sales campaign this year It 
believed that all of the companies j, 
exceeded their allowable new Sales 
ume under the formula of the yj 
York law and are permitted by the }y 
York superintendent to continue toa 
more business this year only @ 
condition that they exercise restr 
Then, too, from the industry g 
point, it would be poor policy to, 
it appear that the Guertin program 
produce prices and values that ape 
desirable than what has been @ 
One very important part of the @ 
legislation is to serve the uses of 
relations and the public relations 
of the change would be entiré 
stroyed if the agents should go 9 
indicate in any way that the policyh 
will be less well served than at pres 
The result may very well be that; 
stead of a big rush of business a 
old rates and values just before ¢ 


Charles 


fential, 


change is made, there will be somethgm! John 
of an upsurge when the new plans que’ ™4" 
made effective. Agents will be pointgue’¢ rf 

jie Ul! 


out the virtues of the Guertin law p 
cies and may create an appetite on 
part of the public for insurance on ti 
basis. 


as a t 
fetropo 
raining’ 
scientific 
ations 


C. M. Cartwright Feted = & | 

About 125 attended a. testimon: o . 
luncheon Tuesday for C. M. Cartwrigifi;, ager 
editor of THE NATIONAL UNDERWIRE: ple 
on the occasion of his 77th birthday alhould | 


niversary. The group comprised thei, char 


surance membership of the Uniiiystem 
League Club of Chicago, which for tints for 
past several years have been hold: infor 


monthly sessions under the direction ds then | 


Mr. Cartwright. He organized thigpartmen 
unit at the suggestion of John L. Clatin the b 
son of  Bartholomay-Clarkson (ifthe prol 
agency, when Mr. Clarkson was preqmbeiore 2 
dent of the club. Mr. Cartwright tga this 


e solu 





been engaged in insurance newspay 







work 50 years. berets 
Isaac Miller Hamilton Presides With 

Isaac Miller Hamilton, chairman ling, 
Federal Life, presided. He and Mme" - 
Cartwright are the only survivors irae 





the group that attended the organis 
tion meeting of American Life Conv 
tion at Chicago in 1896. 
Representing various elements of! 
business, talks were made by Insuran 
Director Nellis Parkinson of Illini 
Charles F. Thomas, manager of We 
ern Underwriters Assn.; Wade Fetz@, ; 
chairman of W. A. Alexander & ( 
W. Hansmann, vice-president 
Fidelity & Deposit; Roy L. Dav 
Assn. of Casualty & Surety Executive 
and Robert L. Hogg, executive vi 
president of American Life Conventit 
n behalf of the assemblage Spent 
Welton, vice-president of Massachustl 
Bonding, presented Mr. Cartwng 
with a handsome cane and radio. Ge0 
E. Turner, Chicago manager of the Mt 
quisition Cost Conferences, fea 
eulogy that he had prepared. Mr. 
ton was chairman of the committee‘ 
arrangements, the other members Dél 





levised 
pmount 





























busines: 
into a | 













Herman Zischke, manager of Usljpower 
Central Life; A. F. Powrie, manage @@re tak 
Fire Assn.; Walter Sheldon, W. In th 
Alexander & Co., and Ralph Millet 7 th 

rho wi 





Conkling, Price & Webb. ; 
Mr. Parkinson made the observall 

that publicity is the most effect 

regulator of business and he comll 

mented THE NATIONAL UNDER 

its news and editorial technique. 
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£ yo A e After the programming department has ew ss supervise, said a Rayer In 
’ done its work, the plan is broken down the beginning a man should obtain 75 
Systems O Oop gencies into its component parts and the pro- information sheets a year, building to 
4 ducer is rehearsed on all points. From 100 —_ on. Prospecting es a 

the very beginning the new producer through the prospects he already knows. 

old Pa. Managers Group sees his prospects alone. Of the joint It is made plain to a client in the be- 


work between new producers and super- ginning that the price of doing a service 





in 
is 





By M. H. HORTON the man refers them. If these reports visors, 98% is done in the office. job is a few references to people who 
are good, information is often obtained One man had a knotty tax problem on might be interested in having the same 
HARRISBURG—One agency empha- which will be of value in helping to his second interview. He was taught thing done for them. It is always easy 
| 
| 
| 



















Ss so 2004 ; 

sents do 

the bar hering of quality informa- : : : to tell just where a man stands. If his 

gain, at Mors the gathering %. re y spits develop the new agent. _ nothing but the answer to that siutation, ! F ur Scots all heieey ah , 

» the Guegpon from prospects. Another ao its The training is done entirely through and handled it with such expertness that !™tormation sheets a ic ow the > 

Ver than q_pogram on a market analysis of its ter- cases that the man himself is handling. he was given a large amount of business OF if his percentage of closes is too far 
The driving force of a third is When he brings in an information sheet and set up a center of influence for the below the expected 30%, attention can 





itory. : a dries . “ a * 
his time sofpersona! attention that the manager jt js either okayed by a staff member or, agency which radiated to many other be given to the difficulty at once. 
operating to the many little things which jf not enough quality information is prospects. Mr. Cammack’s problem in a small 
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Y. the \gpfect producer morale, ; present, he is sent back to get more. This programming system is relatively (CONTINUED ON PAGE 23) 
aging in Ay The motivating ideas behind the func- 
5 veal ning of these three agencies, each 
nias I ighly successful, were explained _by 
ew sald “iB <horne Bethea of Penn Mutual, New 
of the tk City, Charles Campbell of Pru- 
| by the Ni 
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bential, Newark, and Howard Cammack 
¥ John Hancock, Charleston, W. Va., to 

























€ somethi ) f ’ i 
-w plans age Managers and supervisors’ confer- 
be pointae’*¢ of the Pennsylvania State Assn. of 
tin law opie Underwriters. In addition there 
Detite on ees 4 talk by Leonard W. Ferguson, 







Metropolitan director of research, field 
ining division, on the development of 
cientiic selection of agents, and obser- 
ations by Hilbert Rust, vice-president 
ii Insurance Research & Review, on 
ales management. 

In describing the over-all system in 
tis agency, Mr. Bethea said that what- 
vr plan is chosen by a manager he 
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W hen The Mutual Life volun- small loans consumes a larger proportion 







































birt ould see to it that his agency stays tarily reduced its interest rates on of the interest income, the higher rate is 
rise 1 i i y is . 4 
Ge cick ea pg ake len ay policy loans, the new rates were set at 5% necessary on small loans. Conversely, the 
hich for tints for producers by having them gath- on the first $750 of loan, 4% on the next handling expense for larger loans is pro- 
een hold information at first interviews which : 
direction Ms then handled by the programming de- $750, and 3% on any excess amount over portionately less, and the Company can 
anized tigartment of the agency. An agent new $1,500. This sliding scale was adopted net a fair return with progressively lower 
in L, Clan the business is carefully rehearsed on é : 3 
rkson (ite problems involved in each program for three basic reasons: rates as the size of the loan increases. 
Was pregpelore a second interview with a client. ‘ : & 
twright laa this way he learns with each case First, it conforms more closely to the Third, under the sliding scale all bor- 
newspagee solution to a new problem. : a . . ; 
ain Uheets Worth 900 charges made by outside lending institu- rowers pay the same rate of interest for 
e e . e ° 
sa iinet thie aeetied tx ails tions for loans of comparable sizes. This the same amount of loan outstanding. 
’ 5 . . . . . . 

airman ling, said Mr. Bethea, to pay $40 for assures all our policyholders, who wish to The partial repayment of principal is 




























ne eet Poe andlpeece take advantage of their policy loan privi- applied to the top bracket of the loan 


bi approximately 30% of the programs leges, rates that are in line with those amount, and the interest rate increases as 


e and hi 
urvivors 


levised in this 
: this way, and the average - 
MC @eent has risen t> over $13,000. A offered by other lenders. Thus, the Com- the loan is reduced. 
wacW producer’s progress is measured ‘ 
— Miiiiily by the number of good in- pany should not only recapture many The Mutual Life has never encouraged 


omation sheets he brings in rather loans which have gone elsewhere, but 


of Illini, : : policyholders to borrow on their life in- 

| en on the amount of his production. a 

r Me plan is based on the premise has should also be able to attract new loans surance, and does not intend to do so 
Al insurance man must serve before he i i = + ; 

der & a, and he must earn the right to in the future. As a result, our invest now. But if there is need to borrow, the 


‘esident make money. A producer today must ment income should increase and benefit 





EEE 3 position to cive value’ before : ? Company feels it is failing to meet its full 
Ea ling. To instil belief in a prospect that all Mutual Life policyholders. lending obligation to policyholders unless 
EE Sern i ote aeeacy is to Second, the sliding scale is more equit- _it can offer them a loan service compar- 
Be - A \ definite approach has been worked able than any single rate could be to all able to that offered now by outside 
Ssachis\@ut for getting pertinent information, he 4 E ; 

id. A prospect’s present insurance pro- borrowers. Since the handling expense on lenders. 


stage jis analyzed to detect shrinkages 
or primary and secondary beneficiaries, 

M eaves how options may be used to 

» mR advantages, and to see how good 6 e, of S ’ 

psi i , ar 2nd. enuice 

Bless management can be introduced entry 

mto a life insurance estate. The pension 


of Unidtibower of Policies and the making of wills TH & M UTUAL LI F E i} 
nanaget @ere taken up. | 


n, W. Mm In the selection and training of new INSURANCE COMPANY of NEW YORK 

Miller = vd Hine thing is to develop men 
mo will fit the over-all program of the "2. >. -m is W. Douglas, Assist 
eency, Before taking on a new man First in Hmericn Lewis W. - 









7 Bcemet is made to discover every , 34 NASSAU STREET NEW YORK 5,N.Y, 
e compgeason why he should not become a 
write ember of the organization. The agency 
Merviews centers of influence to whom 
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Fair r Weather Underwriting 


Kalmbach Warns of Optimistic Jumbo Under- 
writing and Competition in Substandard 





learned in the early ’30’s. There are few 
suicides these days and underwriters 
may think that electrocardiograms and 
x-rays rule out all of the bad cases. Also 
there may be an inclination to rely on 
the favorable mortality reported by the 
joint committee on policies of $50,000 
and more. 


Watch Net Income 


Few companies seem to be giving 
sufficient weight to the relationship be- 
tween total insurance contemplated and 
net income. It is difficult for any single 
company to impose more severe rules 
than that of their competitors and it is 
especially difficult for reinsurers to buck 
the trend as they are obligated to follow 
the action of their clients and to be as 
liberal as companies generally. Mr. 
Kalmbach recalled that during the war 
incomes were large and few of the cases 
involving large amounts appeared specu- 
lative. However, now the stability of 
large incomes is more uncertain and the 
insurer should keep in mind that the 


CINCINNATI—Fair weather under- 
writing may be engendering trouble that 
will be lamented in the next squall, L. J. 
Kalmbach, vice-president of Lincoln Na- 
tional Life, declared in addressing the 
meeting of the Home Office Life Under- 
writers here on “Life Reinsurance.” He 
mentioned particularly, liberal treatment 
of jumbo risks, competition in substand- 
ard underwriting and the aggressiveness 
of agents and brokers in seeking to get 
substandard ratings removed a year or 
two after the policy has been issued. 

Mr. Kalmbach is not an apostle of 
gloom but he said it is well when every- 
thing appears serene to look out for 
danger signals. Mr. Kalmbach expressed 
the conviction that the mortality on big 
risks will be unfavorable during periods 
of financial stress unless they are under- 
written severely at all times, including 
periods of favorable mortality and fav- 
orable economic conditions. He _ said 



















that the tendency to be liberal in the 
underwriting of big risks indicates that 
have forgotten 


companies the lessons 
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STRONG HANDS STEER LIAMA 


We extend our congratulations to the membership of 
the LIAMA on the election of Cecil J. North, Vice 
President of the Metropolitan Life Insurance Company 
to the presidency of that association. 


In these times of transition when forceful leadership 
is vital, a forceful leader has been chosen. One of the 
most vigorous and capable agency officers in the life 
insurance business, Mr. North brings to his new office 
a wealth of solid experience compounded with the 
strength of fresh enthusiasm. 


We salute as well the four agency executives newly 
elected to three-year terms as members of the board: 


M. Allen Anderson, First Vice President, Republic Na- 
tional Life 

Robert B. Coolidge, Vice President, Aetna Life 

Dudley Dowell, Vice President, New York Life 

George Dunbar, Superintendent of Agencies, Mutual 
Life of Canada 


The future of the association rests secure in capable 
hands. 


Insurance in Force October 31, 1946 — $302,761,415 


COMMONWEALTH 


LIFE INSURANCE COMPANY 


LOUISVILLE « MORTON BOYD, President 
































strain of the war and the reconversion 
period will have an adverse effect upon 
the health of many business executives. 
There appears to be a tendency to give 
less than proper weight to doubtful his- 
tories and to finances. 

On the subject of substandard. busi- 
ness, the speaker expressed the belief 
that not enough consideration is being 
given to the ultimate effect of encour- 
aging requests for reconsideration of 
ratings. In the early days of substand- 
ard, very few reductions in ratings were 
granted and substandard mortality was 
quite favorable in ultimate years. 


Policyholders Are Alerted 


However, the active solicitation of 
this business over a long period of years 
has made most substandard policyhold- 
ers aware of the fact that in general 
they can secure reductions in ratings as 
their insurability improves. Also in order 
to place substandard policies, agents and 
especially broker agents, are saying that 
the company will reconsider its under- 





L, J. KALMBACH 


writing action at the end of a relatively 
short period of time. This practice is 
most common when high amounts are 
involved and sometimes the statement 
is made to the policyholder without 
authorization from the home office. 

If this practice contines, he warned, 
there will be removed from the original 
mortality classes an increasing percent- 
age of substandard policyholders whose 
insurability improves while the poorer 
risks will remain in their original 
groups. This is likely to result in ulti- 
mate mortality that is more adverse than 
contemplated. This is indicated by the 
mortality experience of Lincoln National 
by amounts under its substandard rein- 
surance issued subsequent to 1920. This 
has shown substantially higher mortal- 
ity in ultimate years than in the select 
period, based upon multiples of the ex- 
pected under the American select mor- 
tality table. 


Causes Unnecessary Expense 


The increasingly competitive solicita- 
tion of substandard business is resulting 
in minimum ratings and increasing re- 
quests for reductions in ratings. He 
pointed out that much unnecessary home 
office expense is caused by unauthorized 
recommendations by agents to policy- 
holders to apply for reconsideration. An- 
other bad feature is the fact that when 
a policyholder is turned down, he is 
disturbed. 

Life reinsurance has been gaining at 
a rapid clip, Mr. Kalmbach observed. 
During the five year period ending Dec. 
31, 1944, total reinsurance in force in- 
creased by about $409 million whereas 
during the previous five year period, 
there was a decrease of about $73 mil- 
lion. 

Much of the recent increase is due to 
the large increase in amount of new 
direct business. Also it is due to the fact 
that more and more companies are re- 
insuring business freely. They undertake 
(CONTINUED ON PAGE 24) 
















EVERY MAN A SUPERVISOR 
Broaddus Men Vie 
Monthly for Post of: 
Production Manag 


“Every man a supervisor,” 
motto followed by 
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Rotation Is Secured 




















For the purpose of selection of qimgtess t¢ 
production manager for the month, Bevel 
Broaddus divides the office into provisio 


groups, the older agents and the agen hg 









ation. 






who are in their first year with Unde 
agency. The production manager's jg hecome 






























is alternated between these two group 
One month the production leader { 
the new men is production manager 
the agency and the next month ty 
leader for the older men occupies tig 
post. For this reason, no man can hol™Vermor 
the job for two months in a row. Tiered co 
job has rotated among a good percentfMlation a 
age of the men and it is apparent thiproposa 
sooner or later every man will get the W: 
crack at the job. surance 

The duties of the acting productiog/——— 
manager are similar to those of as 
pervisor or assistant manager. Mf 
Broaddus puts himself in the back 
ground as much as possible to give th 
man the feel of the reins. For instance 
at the weekly agency meeting, the p 
duction manager is in charge. Darin 
the month, he passes out leads and oft 
accompanies newer agents to help the 
close deals. 


Get Behind the Boss 


Even in less rosy sales times, Mt 
Broaddus feels that this system will 
away with the need for special si 
contest, because each agent is pushig 
ahead for enough sales to become pm 
duction manager and is also workiig 
hard to support the current producti 
manager in order that he will rece 
equal support during his month ass 
pervisor . 

Affairs of the agency are run by! 
management committee consisting 
Mr. Broaddus and three of the tt 
agents. 


A.I.U. Opens “Jap” Unit 


As the first post-war representative 
an American insurance company 
Japan, Paul W. Aurell, recently 4 
pointed general manager for Japan 
American International Underwrite 
it 7 air last week for Tokyo. 

I.U.’s principal function there 
“a to serve the personal insurance net! 
of American military and civilian fort 
on occupational duty in Japan 
Korea. Among the coverages now 4 
able are personal property floaters, au! 
mobile insurance including third pat 
liability, fire insurance, personal att 
dent, inland marine, personal liability 
and life as well as marine coveragt ’ 
property enroute overseas 

Prior to the war, Mr. Aurell had: 
insurance general agency at Phoet 
Ariz. He served four years as a Japan 
language officer in the army intelligent 
service. He was a major. 
He was born and reared in Japat 
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a = be up to Gov. Blue ey sosioiane last 
hange in Key Name Committees Study Effect of we a bale so! ake a Ses 


of A. & H. Bureau Elections on. The term of Charles R. Fischer as 
commissioner expires next July 1 and 
ongress Posts Ray L. Hills, secretary Great Ameri- Commissioners the the appointment for the next four- 


can Indemnity and chairman of the gov- year term must be sent to the legislature 


. : 5 ° i for confirmation. 
; ifn soual Ancient hs Ficta Unteccien LANSING — Although Republicans Mr. Fischer has indicated to friends 
a5 Igni icance has announced appointment of com- retained their hold on Michigan's state that he probably will not seek reappoint- 
mittee chairmen for the coming year. administration at the Nov. 5 election, ment and would prefer to move to Ari- 
They. are: 2 fears were being expressed this week in zona for his health. Whether Blue will 
WASHINGTON—Republican control | Regulatory Legislation—Logan Bidle, ect ag oo pace Commissioner offer the position’ again to Mr. Fischer 
house and Senate is expected to re- Aetna Life. = David A. Forbes might not be re- is not known. He was first appointed in 
é Manual Classifications—John F. Lydon, appointed by the incoming governor, 1939 by Gov. George A. Wilson, who is 
it in new praspects concerning pos- Ocean Accident. Kim Sigler. now a U. S. Senator, and then reap- 
kble legislation in the 80th Congress Insurance Departments—Raymond A. The commissioner, an appointee of pointed in 1943. 


1 security and Payne, Travelers : : oe . 
aching insurance, socia iyne, s. Alfred B. Hvale. Con. the..outgoing executive, Gov. Harry ce 
dated subjects. Sot Caenaitg, red B. Hvale, Con- Key, who did not seek reelection, has JOHNSON’S FUTURE UNCERTAIN 


2 tinental Casualty, 77 . A 
Senator Wiley, Wisconsin, normally “ Statistical—Harry V. Williams, Hart- been given expressions of strong sup- 
i} succeed McCarran, Nevada, as ford Accident. port by Michigan agents through reso- 
harman of the judiciary committee, Underwriting — Merle J. Thompson, lutions adopted at the conventions of 


ic has handled insurance legislat- Standard Accident. the Michigan Assn. of Insurance Agents 


ST. PAUL—There is some specula- 
tion among insurance men whether there 
will be any change in the insurance de- 
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n. , ons nited States Fidelity & Guaranty. , ve re Ss J y. 
genator es a or — Aviation—Kimball C. Atwood, Jr., Pre- Be el Pee te as apr sog pl and Commissioner Johnson are of the 
ait, Ohio, wou succee xeOrge, ferred Accident. I ee eae ss ah same political organization but the com- 
orgia, as chairman of the finance Law—wMillard Bartels, Travelers. istration after having won the Repub- missioner has not indicated whether he 
ommittee, which handles taxation, rev- 1947 Annual Meeting—Leland M. Will- lican nomination in a primary campaign wants to remain in office after his six- 
me, social security and veterans legis- son, Century Indemnity. in which Kelly and other maor state vidi teenh enaieetien Pabenaed: 0000 
4 . . - > > ’ . . 
ation. The former has sponsored the f oa are their backing to Lt. Gov. - f , 
E : j : own. The successful can- . * 9s 
eezing of the old-age and survivors in rnon r ( R 
srance at 1% and proposed social se- eral Republican. didate has let drop broad hints that he Hold Hearing nehecmmnay sg 
urity legislation. In the house, where Republican con- intended to “clean house Baa the Routine for Blanks Changes 
Taft sponsored a bill in the last Con- trol is assured _Knuts Teepe 4s- Capitol’s appointive officials. Nothing 
ait sp rol 1s asSured ,&nutson, Minnesota, as " ° . i mare — ee 
ress to encourage private health insur- sured of the chairmanship of the ways specific has been heard, however, rela- NEW YORK—Commissioners Allyn 


ance plans and for government health and means committee, which handles so- t!ve to Commissioner Forbes’ status and of Connecticut, Harrington of Massa- 





Bprovision for low income groups. Taft cia] security legislation, is committed to it is certain that many Republican lead- chusetts, Johnson of Minnesota and Di- 


0 has sponsored pension trust legis- a 20% reduction in income taxes. ers who helped Sigler gain election will neen of New York, constituting a sub- 
n. Rep. Hancock, New York, retiring ¢deavor to persuade him to retain the committee of the N.A.I.C. committee 
inder Republican control Taft might with this Congress, leaves Michener, insurance department head who has on blanks are conducting a hearing at 





become Senate floor leader and Vanden- Michigan, in line as ranking Republi- gained much recognition. the New York department here Nov. 14 
berg might become president pro tem- can to succeed the retiring Hatton Sum- ane to consider suggestions to revise the 
pore of the Senate or chairman of the ners, Texas, as chairman of the House FISCHER MAY LEAVE procedure followed by the committee in 
foreign affairs committee or both. judiciary committee, which handles in- i P : connection with amendments to the 
The chairmanship of the Senate labor surance legislation. I DES MOINES — Appointment of form of annual statement. 

committee would normally go to Aiken, While Senator O’Mahoney, Wyom- owa's neEs insurance commissioner be ? 

Vermont. That committee has consid- ing, who fought insurance industry anti- aks Sa EE ORETES SON see Pittsburgh Managers’ Luncheon 
eed compulsory health insurance legis- trust exemption .ast Congress, has had be sical to be active in considera- Robert C. Downie, vice-chairman of 


tion and certain other social insurance a close race for reelection, indications tion of possible insurance legislation in the Allegheny Planning Commission, 
proposals. It held lengthy hearings on at this present writing are that he won connection with the expiration of the spoke at the luncheon of the Agen- 
the Wagner-Murray-Dingell health in- out. If so, he would remain on the anti- a moratorium under public law cies Committee of Pittsburgh, Nov. 13, 
surance bill. Aiken is classed as a lib- Se nate judiciary committee and would 15, Jan. 1, 1948. in the Duquesne Club. 





AN ENTERPRISING 
COMPANY 


It's not enough to have a good product, soundly merchandised. by a 
well-trained field force. It’s the “‘extras’’ that count. One of these is 
COVERAGE and the Great-West Life backs up its representatives with 
a wide range of policies to meet every possible insurance need. 


Through its 74 branch and district offices in the United States and 
Canada the Great-West Life has more than One Billion Dollars of Life 


Insurance and Annuities in force. 


THE 


GREAT-WEST LIFE 


ASSURANCE COMPANY 
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COMMONWEALTH ADOPTS “SOP” 





Standardization Keynote 
Of Training, Woodson Says 





Addressing the Life Insurance 
Agency Management Assn. meeting in 
hicago, B. 
Woodson, __execu- 
tive vice-president 
of Commonwealth 
Life, said that in 
the ambitious 
training program 
recently adopted 
by his company, 
the outstand- 
ing characteristic 
is the standardiza- 
tion of all phases 
to the extent that 
SOP, the army’s 
famed standard 
operating pro- 

cedure, is the name applied to it. 
Yet the company neither employs or 
believes in regimentation and regards 
the difference between standardization 
and regimentation as summed up in 
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THE DEC. MANAGE- 
MENT PLANS SERVICE WILL 
CARRY AN AGENTS’ PLAN 
BOOK THAT HAS BEEN IN 
THE PROCESS OF TESTING 
FOR THREE YEARS. 


ACTUALLY, “PLAN BOOK” 
IS A MISNOMER. In reality, 
this is a book to motivate men 
to plan. 


REALIZING THAT THE 
REAL WEAKNESS IN THE 
STANDARD TYPE AGENTS’ 
PLAN BOOK IS NOT THE 
ARRANGEMENT OF THE 
BOOK ITSELF BUT THE 
FAILURE OF THE AGENT 
TO USE THE BOOK, WE 
SET OUT THREE YEARS 
AGO TO TEST IDEAS THAT 
WOULD GET MEN INTER. 
ESTED IN USING ANY 
STANDARD TYPE PLAN. 
NING BOOK. 

FEATURE OF THE BOOK is a 
remarkable chart on which anything 
with a straight edge enables the agent 
to predict with uncanny accuracy 
what his income will be if he will 
raise his score on the analysis tables 
given in the book by any given num- 
ber of points. 

IT WAS THE CORRELATION OF 
THE ANALYSIS TABLES WITH 
ACTUAL FIELD INCOMES THAT 
= THREE YEARS TO WORK 


And best of all, here is a book which 
enables the agency manager to spot 
quickly those areas of training and 
supervision on which the agency 
itself should concentrate. 


OSLER 
batting for 





PAUL SrciCHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 


\ INDIANAPOLIS 











these definitions: “Regimentation says 
do the job this way and no other.” 
Standardization says, “Learn to do the 
job this way and then only after you 
have learned it, make such changes as 
will make the procedure personal to 
yourself.” 

Commonwealth SOP is predicated on 
the principle that training is the re- 
sponsibility of the manager, but the 
company must acept the responsibility 
of training the manager, furnishing ad- 
equate training equipment and seeing 
to it that a manager does his training 
work. The second principle is that train- 
ing should have a central theme and 
should develop the agent’s ability to 
use simple, positive standard procedures 
at the level of prospecting and selling. 

The company’s training time-table 
has been blended out of the combined 
experience and judgment of managers 
and the home office, and all agree it is 
a better procedure than either group 
could devise alone, he said. It is used 
by all until an improvement is sug- 
gested which earns the endorsement of 
more than half of the managers. 


Course Standardized 


“Our home office training schools are 
more effective than they would other- 
wise be because they are standard 
throughout and if any one instructor 
were obliged to step out of the school, 
another man could step in at an hour’s 
notice with no change in the course,” 
he said. “Similarly the techniques in 
which we train the agent revolve around 
the central theme, standard prospect- 
ing procedures, standard time control 
procedures and the, most important 
of all, standard selling procedures.” 


The speaker produced an analogy to 
support standard training, saying that 
out of 100 persons on the average, five 
will have a pronounced ear for music. 
They can learn to play the piano with- 
out first learning to play by note. The 
overwhelming majority of the others, 
however, will be able to play acceptable 
music if they learn by note, but can 
never be expected to play by ear. 

In a like manner, Commonwealth 
Life figures that five men out of 100 
have a marked ear for selling. These 
are the fellows who survive no matter 
how little training they have been given 
and no matter whether or not they are 
taught to sell be note, Mr. Woodson 
said. A goodly portion of the remain- 
ing 95 will fail if expected to learn to 
sell by ear and yet may aspire to rea- 
sonable success if taught to sell by 
note. It is true that only those with 
an ear are likely to find themselves on 
the Million Dollar Round Table, but 
most of the others can learn to do an 
excellent job. 


Boogie-Woogie Later 


In explaining the necessity of learn- 
ing the SOP word for word to all 
agents, industrial and ordinary, the 
speaker said he falls back on the musi- 
cal analogy, pointing out to agents that 
if they learn to play the tune by note, 
exactly as it is given to them, the mel- 
ody will be clearly established and al- 
Ways remain in the rendition of the 
tune, no matter how much personal in- 
terpretation is given it. “Once you've 
learned to play by note, introduce all 
the boogie-woogie with your left hand 
that you want,” he tells them. “The 
boogie-woogie which you introduce will 
make the song yours, yet the melody 
will remain. 

“Perhaps five years from now we will 
be able to say that records prove that 
our training has been a good invest- 
ment, or perhaps by then boogie-woogie 
will have drowned out the original tune 
entirely,” Mr. Woodson concluded. 


Discusses FTC, 
Robinson-Patman, 
Clayton Acts 


Members of the section on insurance 
law of the Illinois Bar Association meet- 
ing at Chicago, were treated to some 
pregnant observations by Chase M. 
Smith, insurance attorney and all-indus- 
try committeeman, on the pending im- 


pact upon insurance of the Federal 
Trade Commission, 
Mr. Smith said that the Federal 


Trade Commission will be a threat to 
insurance no matter what pattern is 
adopted to gear the states to the S.E. 
U.A. decision, but that for practical pur- 
poses, if states adopt adequate laws 
against unfair practices, the FTC may 
not feel obligated or responsible to step 
in except in a bad situation. Mr. Smith 
said that there should be on the legisla- 
tive agenda of every state a proposal 
which would render unnecessary any 
interest by FTC in unfair practices. 
Such legislation should arm the states 
with enforcement power as well as 
powers of prohibition. 

Mr. Smith characterized the Robin- 
son-Patman act as an amendment to the 
Clayton act which in turn is a supple- 
ment to the Sherman act. It prohibits 
discrimination in prices to eliminate or 
handicap competition. No one can say 
for sure whether or not the Robinson 
act refers to insurance on the grounds 
that insurance is goods, a ware or com- 
modity. Judicial weight is against defi- 
nition of insurance as of such. Payment 
of commission by buyer to seller is pro- 
hibited by the act and therefore, state 
brokerage laws are going to have to be 
revised to allow the existence of brok- 
ers, he said. 


Prohibits Tie-In Sales 


The Clayton act prohibits tie-in sales 
which are made with the reservation 
that the buyer will not buy from any 
other company. This concept could 
conceivably be extended to the relation- 
ship between company and agent as 
well as between company and customer. 
The only danger lies in cases where the 
rules are clearly made to freeze out 
competition. 

He said that the all-industry commit- 
tee had arrived at no state remedy for 
cases where insurance companies buy 
out the stock of other companies and 
thus run up against the Clayton act pro- 
hibition against such an exchange where 
the effect is to lessen competition. 

The act contains no prohibition 
against cases where one competitor is 
absorbed by another. Practice in the 
insurance business is often for one com- 
pany to buy out another and let it alone 
for a time except to give it new man- 
agement. This may be dangerous, he 
said. 

Likewise no defense has been discov- 
ered against the prohibition in interlock- 
ing or cross directorships which are so 
common in the insurance industry. 


N. W. Mutual Cal. Regional 
O.K.s New Compensation 


The southwest regional meeting of 
Northwestern Mutual Life at santa 
Monica was attended by General Agents 
Don M. Behling of Stockton, Cal.; J 
S. Carlson of Oakland, P. E. Demeter 
of New Mexico, Murphy & Mage of Los 
Angeles, R. J. Shipley of San Francisco 
and H. F. Vinson of Phoenix, Ariz., and 
their agency forces. 

Edmund Fitzgerald, vice-president; E. 
G. Fassel, actuary; J. McDonald, 
agency secretary; Grant L. Hill, vice- 
president and director of agencies, and 
R. W. Emerson, assistant director of 
agencies, were the home office speakers. 

The new plan of compensation for 
agents, which becomes effective Jan. 1, 
was discussed. Full-time agents under 
the new plan may continue their pres- 
ent form of contract or may elect to 
take the new form. Those in attendance 
were favorable to and greatly pleased 
with the new compensation schedule. 








Test of Selection — fisc# 
Man's Record Is Re 
Elusive: Shepherd ° 
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CINCINNATI—Pearce Shepherg a th 
Prudential, in his presidential addreg My agenci 
the annual meeting of the Home ogy rectui 


Life Underwriters Assn. here, decleamhese offi 
that the most important mortality stuf a mer 
for use in measuring underwriting im For th 
formance is the “recent issues mortars sheet 
study” made by the joint Committee g 
mortality. Any particular company ¢ 
compare its results with that of 
group of companies contributing tg ‘ 
study and the comparison will be 
and very revealing, he declared, 

This is a study of what has happend 
in the past. It is not a yardstick 
which future mortality is to be me 
ured. 

The detailed tables indicate y 
clearly that mortality has improved ps: 
erally over the last 20 years, They j 
dicate also that there has been a gry 
improvement by year of issue, appareng 
reflecting improved selection in fecume"’ 
years. This improved selection seems; 
persist as far as the experience goes: ¢, 
relatively unfavorable experience git 
issues of the early years seems also qm 
persist. 


Proof In Mortality Record 


The proof of underwriting perfom—' 
ance is the mortality experience, Jf; 
Shepherd remarked, but it takes ting 
to develop this experience and skill ya 
interpret the results. The underwrit ee 
needs something of more immedi - 
value to him in checking on his wor(§No Lac 
He needs something that will warn hia Th 
when the mortality results are going t oh 
be unsatisfactory and indicate why sweep 

: 9 Most m 

Mr. Shepherd said a systematic recori sill inv 
of claims of short duration is of interes ation 
in picking out claims that justify ful yithout 
ther study from the standpoint of m ing age 
derwriting. A systematic record 0 put it, 
claims paid for larger amounts is dt sign 
more than academic interest. pects. W 

In Prudential there is an issues ani jut righ 
claims committee that considers shot more b 
claims, large claims and questionablll handle.” 
claims that seem to be of interest. Thi It see 
has proven to be a very valuable forum yeteran: 
Weakness have been indicated in hom had sel 
office underwriting forms and proceil the con 
ures, in satisfactory medical examine get int 
situations, criticism of inspection servielM life ins 
and agencies and criticism of agent security 
Today, he said, underwriters are in da-B insuran: 
ger of being deceived by favorable geri sold in 
eral mortality into thinking they a Of 
relax their underwriting. 
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“ICAGO CANVASS INDICATES 





. Recruiting Torrent Has 
rd Klowed Down to a Trickle 


N. W. Mutual Takes Ga. Tax 
Case to U.S. High Court 
WASHINGTON—Northwestern Mu- 


tual has filed in the U. S. Supreme 
Court petition for certiorari writ to the 
Georgia supreme court in No. 653 
against Suttles, tax collector of Fulton 


county (Atlanta). Involved is the ad 





valorem taxability of company loans on 


ose who fear a continuance of large scale recruiting because it will over- Georgia real estate, which the state 





Sheph 
ul adil H agencies there shows that the torrent 


Tome Qg My recruits which were pouring into 
im | 







Te, de nese offices a year ago has slowed down 
‘tality shyly a mere trickle. ce 
Writing "E for the most part, this is the result 





SM; sheer physical limitations, lack of 
Bice space and of time to train new 
nen during this busy sales period. Then 
oo, at least five or six of the larger 










rs ¢ ‘Bompanies having already exceeded the 
ill be itutory limitation on new business 
ed © val Hrich normally applies in New York 






rate, have been forced to place the lid 
i pon recruiting activities all over the 
ountry. ? 5 
Superintendent Dineen has authorized 
ye general suspension of this limitation 
ily if each company agrees to abide 
eu the rules that the department has 
id down. These companies can exceed 
he limit only if they agree not to hire 
Mny new agents except those not under 
ontract with other companies who vol- 
mtarily apply for contracts. They are 
bso prohibited from paying advance or 
fawing accounts where an agent has 
Men in the business for more than one 
var or a salary where it is not entirely 
dear from the company’s record that 
the compensation is not dependent on 
the amount of business that he produces. 
Thus the Chicago agencies of these 
companies have strict orders to pursue 
non-aggressive recruiting policy, at least 
mtil the first of the vear. 





























No Lack of Manpower 





The recruiting drop in Chicago ap- 
parently is not due to lack of manpower. 
Most managers and general agents are 
still in what would normally be an ideal 
ituation, that is men are coming in 
without solicitation to their offices seek- 
ing agents’ contracts. As one manager 
put it, “It breaks my heart to be unable 
to sign on some of the more likely pros- 
pects who would like to work for me, 
but right now we have more agents and 
more business than we can _ properly 
handle.” 

It seems that a number of young men 
veterans in the main, who have never 
had selling jobs before have come to 
the conclusion that this is the time to 
get into sales work. They choose the 
life insurance field, because they are 
security conscious and realize that life 
imsurance is a commodity that can be 
sold in both good times and bad. 

Of course, there are still quite a few 
newer and smaller agencies of com- 
panes that either do not operate in 
New York state or have not exceeded 
their limitation there which are still 
recruiting. They are reaping the bene- 
FAT fits of the tight recruiting situation in 
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the larger and older agencies and agen- 
tes of the companies limited by New 
rio ie York state. 
iB Careful Selection 
One of these managers, who has built 
ls agency virtually from scratch within 
the last year and is doing a good busi- 
ss through young and largely inex- 
ly im rienced veterans, has had great suc- 
tess recruiting through want ads in the 
daily papers. One recent ad brought him 
30 applicants the next day. All of them 
) : 
im PPeared in person and most of them 
had considerable qualifications. Out of 
4. fee group, he selected one man whose 
nile im formance to date has been excellent. 
im °Y adding one man or so every month, 
this Manager is able to give consider- 
able time to each recruit and will soon 
¢in the large agency class. This is a 
Bolden period in Chicago for new 
AYLEY JR *8encies. 
ary The fact that most agencies are able 
uy | to take on few recruits, if any, natur- 
mY makes for more careful selection 
ond, on the whole, those men who are 
ting added in Chicago today are of a 





Bon the life field can take heart if Chicago is at all typical. An 











informal canvass court held has a situs there and is sub- 
—————— __ ject to such tax. 
superior type. This selectivity is directed 


The company contended it does busi- 


not only at the individual, but is on the ness in Wisconsin, not Georgia. Notes 
basis of what the agency needs and and deeds were prepared in the home 
where and in what economic segment office, sent to local agents, then had to be 


the agency feels it should operate. 


sent back and approved and checks were 


Most of those managers who are still mailed from the home office and deliv- 
recruiting are seeking to build up agency ered to Georgia borrowers. The Georgia 


teams of the widest 


range, court held the contracts were finally 


which will be able to operate success- executed in Georgia and therefore could 
fully when insurance is harder to sell. be taxed. 


Many times the managers have in mind 


The company sought an injunction to 


a certain geographic section of the city prevent collection, contending the tax 
in which their agency has no represen- assessment was void because there was 
tation, but where they feel the oppor- no risk had of property owned or busi- 
tunities are great. They seek the man ness conducted in Georgia, but from its 
who lives in this neighborhood and fits Wisconsin office; therefore the tax vio- 


the_pattern. 


lates the due process and equal protec- 


Some managers drive for a layer of tion clauses of the Constitution. 


the economic strata they would like to 


Overruled by Georgia courts, the com- 


reach. To plumb this level, they wait pany seeks supreme court review of 


(CONTINUED ON PAGE 19) 


the former’s decision. 


Craig Is New: 
H.O.L.U. Head 


CINCINNATI — Douglas S. Craig, 
third vice-president of Metropolitan Life, 
was elected president of the Home Of- 
fice Life Underwriters Assn. at the an- 
nual meeting here. He succeeds Pearce 
O. Shepherd of Prudential. 

Newly elected vice-presidents are 
Walter O. Menge, vice-president of Lin- 
coln National Life, and Alton P. Mor- 
ton, assistant actuary of Manufacturers 
Life. 

Secretary is Andrew C. Webster, as- 
sistant manager of selection of Mutual 
Life; treasurer, Marshall L. Cleaves, un- 
derwriting secretary of Home Life of 
New York and editor is George W. 
Cheney, secretary of Phoenix Mutual 
Life. 

Elected as members of the council for 
a two year term are Doane Arnold, New 
England Mutual Life; G. Gerald Daley, 
Canada Life; Richard S. Rust, Union 
Central Life and William E. Walsh, 
Equitable Society. 





For full information on all life insur- 
ance facts and figures, get the Unique 
Manual-Digest, $7.00 from THE NaTIONaL 
UNDERWRITER. 
























LNL repre- 
sentatives 
serve the pub- 
lic in 42 of 
the 48 states, 
Hawaii, Philip- 
pines, Canal 
Zone, and 
Puerto Rico. 





‘‘“Naw! The Grass 


Ain’t Greener In 
The Other Field...’ 


Like the wise old farmer, 
the LNL man knows "It 
ain't." He has a foot in each 
field and he can tell. The 
problems of not being able 
to reap from the fertile 
fields of "par," or of being 
barred from harvesting the 
crop of “guaranteed low 
cost" business bother him 
not a whit. He has both 


“Par" and "Non-Par” in his 


kit—complete lines of each. 
The LNL man is equipped to 
sell what each individual sit- 


uation demands. 
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Good Agents’ Contract Prerequisite 


for Adequate Pay of Managers 





Primary concern in the study of 
proper compensation contracts for sal- 
aried branch managers is the agency 
contract which gives the agent adequate 
pay, because the manager cannot be 
paid properly unless the agent first re- 
ceives his due, Laurence S. Morrison, 
research consultant of L.I.A.M.A., told 
those present at the annual meeting in 
Chicago. 

Second consideration is to pay the 
manager a proportion of his agents’ 
earnings, with or without a flat salary, 
after eliminating the earnings of those 
men who don’t measure up. 

The dozens of secondary or subsid- 
iary objectives are not best accom- 
plished by contracts, but by executive 
control, Mr. Morrison said. 

Incentive pay for recruiting is quite 
commonly included in managers con- 
tracts and may perhaps be justified in 
certain situations, he said, but should 
the incentive to recruit be the steady 
and relentless pressure of the pay 
check? Is the need to recruit the same 
in all agencies? Good executive judg- 
ment might hold that certain managers 
should not recruit this year, having al- 
ready recruited too many men. The job 
there is training. If so, then incentive 


pay for recruiting creates a conflict and 


where it is severe, high turnover is an 
almost inevitable result. 

In the same way, it is dangerous con- 
tract to pay a manager a bonus for low 
cost operation, he said. Is low cost de- 
sirable when it frequently means sitting 
tight and doing nothing? Or is the wise 
investment of whatever sum is needed 
to reach the major objective the impor- 
tant consideration? Since company 
money is being spent, it is the com- 
pany’s responsibility to see that it is 
spent right, Mr. Morrison declared. 


Cost Bonus Dangerous 


Likewise, the cost bonus may do 
funny things, he said. One man may 
inherit a grand agency and get a large 
bonus which he does not deserve, while 
another refuses to contract a likely 
agent because he fears that the cost or 
investment may reduce his bonus for 
the year. Still another may do an out- 
standing job in a new agency or a dif- 
ficult situation and any cost bonus is 
so far away from adequate compensa- 
tion that it is a joke. As a real incen- 
tive, the “average” formula is too tough 
for some and too easy for others, he 
said. In that case, it isn’t a good in- 
centive. What is important is if the 
manager is doing a good overall job, the 





THere’s LIFE in tHe BERKSHIRES 





























MEMORIAL TOWER—GREYLOCK MOUNTAIN 


the American people. 


INCORPORATED 1851 
HARRISON L. AMBER, President 





Greylock Mountain, in the town of Adams, Berkshire County, is the 
highest elevation in the Commonwealth of Massachusetts. Rising 3500 
feet above sea-level, its forest covered sides present an inspiring picture 
during every season of the year. Atop this peak stands the beautiful 
Memorial Tower dedicated to those who during World War I made 
the supreme sacrifice that Freedom and Democracy be maintained for 


THE BERKSHIRE LIFE INSURANCE COMPANY, now in its 95TH 
ANNIVERSARY YEAR, suggests the Salary Continuation Plan for 
the man who desires to guarantee that his family will have an ample 
monthly income over a definite number of years to maintain its scale 
of living on a high level during the critical adjustment period... 
should anything happen to him. To make such provision for the future 
welfare of the family is a matter of foresight and wisdom. 


ee 


LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
— 95th ANNIVERSARY YEAR — 


Courtesy of Wm. F. Plouffe through A. Palme, Pittsfield 











kind of job the company wants in his 
particular agency. No formula can an- 
swer that one. 

“If you want volume, quality business, 
persistency, low cost, high average pol- 
icy, annual premiums or whatever else 
may enter your mind, after all, these 
things are secondary, the end results, 
symptoms of something else which 
comes before. What should happen 
first is to get good agents and enough 
of them. If that is done, and they are 
managed properly then the end results 
will arrive and your people won’t worry 
so much about the compensation plan.” 


Holcombe Sounds 
Optimistic Note 


“We in the agency end of life insur- 
ance are just beginning to recognize our 
position in our 
business and in so- 
ciety,” John Mar- 
shall Holcombe, 
Jr., managing di- 
rector of L.A. 
M.A., declared in a 
message read to 
the annual meeting 
of Chicago, 

Mr. Holcombe 
was unable to at- 
tend because of ill 
health. His mess- 
age was received 
with prolonged ap- 
plause. He was 
one of the founders 25 years ago of the 
Research Bureau, a predecessor of the 
present association. 

One of the areas wherein the associa- 
tion can help life insurance is to mobil- 
ize both in the home office and the field 
a better understanding of agency prob- 
lems, Mr. Holcombe said. 

Much has been accomplished in re- 
cent years, he declared. In the home 
office, agency matters receive attention 
today which was rarely given even 10 
years ago. 

Increasingly chief executive officers 
realize that a life insurance company 1s 
not primarily a financial institution, but 
rather a sales and service institution. 

Mr. Holcombe pointed to the start 
made in the last few months toward 
achieving this understanding on an in- 
stitutional basis. Committee meetings 
have been held with representatives of 
the field on such vital matters as train- 
ing of agents, quality of business and 
the G.I. bill. 

Mr. Holcombe paid tribute to the val- 
uable werk of committee members in in- 
creasing the value of the association. 
He singled out Wendell F. Hanselman, 
vice-president of Union Central Life, 
for special mention for his work as pres- 
ident of the association. Mr. Hansel- 
man has set a pattern for association 
presidents, Mr. Holcombe said, which 
will be appreciated only as the accom- 
plishments unfold. 


J. M. Holeombe, Jr. 


Caldwell Hartford Speaker 


Richard Caldwell, manager of acci- 
dent and health sales of United States 
Life, discussed “Accident and Health 
Sales Techniques” at the first fall meet- 
ing of the Hartford Assn. of Accident 
& Health Underwriters this week. 


The General Agents & Managers 
Club of Fort Worth gave a banquet 
Thursday evening in honor of the mem- 
bers of the second basic class in life 
insurance marketing at Texas Chris- 
tial University. The speaker was O. 
Sam Cummings, Texas manager of 
Kansas City Life. 


The first of a series of Clinie Round 
Table meetings led by leaders in Cleve- 
land was Nov. 14, at the Hotel Aller- 
ton. Speakers and subjects were: “Women 
With Estate Problems,’ Helen B. Rock- 
well; “Young Business Women,” Pearl 
Anderson; “The Older Business Women,” 
Mrs. Olive Joy Wright; and Mrs. Russelle 
H. Horr will be moderator. 

The meetings are sponsored by the 
Cleveland Women Life Underwriters. 


How T. W. I. Works 
Successfully in 
Agency Practice 


The usual philosophy in agency py 
ing that selection, recruiting, Albee 
supervision, financ- mm 
ing, and morale 
building are all of 
equal importance, 
has been reduced 
into a primary 
Co N-c1e fff a= 
tion on training 
and the other five 
problems take care 
of themselves, R. 

E. Murphy, vice- 
president and man- 
ager of agencies 
California - Western 
States Life, said in R. E. 
his talk at ‘the 
training session at the annual megtiy 
of the L.I.A.M.A. 

California-Western 
the Training Within Industry progray 
and Mr. Murphy told how the Progray 
has worked thus far. He said the com, 
pany decided to adopt it after reviewing 
its results in military services, 

TWI covers four major steps: Pr. 
pare the learners; present the job; try 
out performance, and follow up. 

The company first trained manages 
in TWI in small groups* of not moy 
than 10 each. Managers were very re. 
ceptive to the plan, he said, because y 
the end of the war their agency forces 
had been reduced and were compos 
largely of agents in the older ag 
groups. They were enthusiastic becayy 
they did not wish to repeat previo 
recruiting and training mistakes, anf 
when they learned that TWI cov 
handle two or three men at one tim 
they received full cooperation. 

Mr. Murphy said that the plan ha 
proved itself in results. Nearly 30% 
the company’s total production in 1% 
has come from agents in their first con. 
tract year. There have been 144 meni 
the program, of which 87 have finished 
their first three months, 32 are still in 
the first three months, and 25 have bee 
withdrawn. 


Murphy 


Is Secondary Selection Period 


Withdrawals occurred because of 
temporary illness or discovery that the 
agent is not qualified. This has Ié 
the company to conclude that if a 
agent must be withdrawn from trait- 
ing, his contract should be canceled im- 
mediately, he said. In other words, the 
program may develop into a period a 
rigid secondary selection. 

Mr. Murphy said the average produt- 
tion of those who have completed tit 
course is $72,075 ‘during the first thre 
months of training. That rate of pr 
duction for the year would be $280,900 
The actual average result, however, ht 
said, is $348,813. Average monthly pro 
duction per agent is more than $29,000 

One of the best results of the pu 
gram is the compulsion the manage! 
feels to make better selection of agents 
Mr. Murphy said the manager is bt 
ginning to realize that the training po 
gram is a success, but it requires¢ 
great deal of his time. He must pt 
in about 50 hours jn the first two week 
in office training alone. Thus, he doe 
not want to fool with a man who do 
not appear a_ potentially  successid 
agent. 

Under the California-Western Statt 
plan, Mr. Murphy said the first six sé 
tions of training are spent explaimlig 
the business and the job of -a cafttl 
underwriter. Then the agent is giv@ 
an organized sales talk and a sectitl 
on prospecting, rate book instructidl 
closes and answers to objection, 
approaches. After that he has 4 
and rehearsal in the office until he@ 
do a creditable job. 

The final step is to follow up wit 
the agent goes into the field. 
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orks Renner Sees Short | 
Fecession, Longer 
Iuilook Bright 


for the short term ahead there may 
a general business recession begin- 
ig in 1947 of perhaps 25%. For the 
m., term, the outlook is bright. Prices 
4 rise for a few months, but after 
A they are likely to decline gradually 
i steadily. Money will become more 
wable. The life insurance dollar will 
more. : 
These predictions were made by Dr. 
Maude L. Benner, vice-president of Con- 
Mental American Life, at the opening 
weheon Of the L.1.A.M.A. annual 
necting in Chicago. Of equal interest 
Moc his explanation of why life insur- 
ace had enjoyed such prosperity as it 
igs in recent years. All wars, he said, 
have been good for life insurance ex- 
ept one. This time, he argued, the fi- 
hancing of the war was responsible for 
he increase in life business. The com- 
. Manies themselves had little to do with 
MB, Since the start of the war, the gen- 
ral price level is up 40%. The popula- 
ion,has increased by 10 million. The 
overnment’s war financing increased 
| the nation’s savings from $130 to $160 
; hilion. Before the war the figure stood 
“Bt $50 billion. : 
He explained how each time a com- 
up. mercial bank bought government bonds 
ManagenM here was an increase in bank deposits 
NOt morf¥and currency in use almost in the exact 
> very rMamount of the purchase of government 
ecause aMMtonds. A fair share of this money went 
ncy forceMinto the purchase of life insurance. 
ComposeiMThere were few other sound and attrac- 
older ageMtive investments. During the next dec- 
ic becausMMade the price level will probably remain 
- previous to 40% higher than before the war. 
akes, aniMlf it does, the companies should main- 
NI coulMMtaina sales volume 40% above their pre- 
one timigwar figures. Larger policies and more 
of them will be written during the com- 


e 


eNCy buil, 
g, train in 


nu 


plan hasming 10 years, Dr. Benner predicted. 

! bg Reasons for Price Decline 

first conf He gave three reasons for the price 
14 men infdecline he believes will occur in the 
e finisheiMncar future: (1) Inventories are too 
re still inffhigh and are accumulating at an ac- 
have beenmcelerated rate. Their quality is poor. 





















Department stores usually have about 
$100 million of goods on order. Today 
they have $1 billion. (2) There-is an 
usettled labor situation. It is bad not 
only because of strikes and high wage 
scales, but because of a reduction in ef- 
ficiency and output. (3) Prices are too 
high. There must be a downward read- 
justment to produce a long period of 
prosperity. Agricultural prices are 
notably out of line. He cited the recent 
cotton drop. Before 1949 is over, Dr. 
Benner said that those in agriculture 
wil be wondering what to do with sur- 
pluses, 

The recession won’t be severe or of 
long duration, he predicted. There will 
ve sales after the first of the year of 
dlothes and other “soft” goods, but 
“hard” goods will continue in heavy de- 
mand. The country is critically under- 
built as to factories, hotels, houses, 
rads. It will take years of constant con- 
struction to build up to the 10 million 
ot new population. 


ause of 
that the 
hag Ie 
at if a 
ym. train 
celed im- 
ords, the 
period of 


» produ. 
leted the 
rst three 

of pro- 
$280,900, 
vever, he 
thly pro- 
$29,000. 
the prv 
manage! 
f agents 
r is be 
ing’ pro- 
quires. 
1ust pit 
‘0. weeks 
he does 
ho do 
iccessitl 





Flanagan New Life Manager 


Fairfield & Ellis, Boston general in- 
surance agents, have expanded their life 
presentation of Continental Assurance 
aid placed Walter J. Flanagan ‘in 
tlarge. A broker since 1935, Mr, Flan- 
an saw army service as a colonel and 
mtil recently was assistant adjutant 
stteral of Massachusetts. 
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hint Hartford Meeting 


A Jomt meeting of the Hartford 

- chapter, the General Agents & 
anagers Assn. and the Life Supervis- 
os Assn. has been called for Nov. 20 
0 hear Francis P, McGuire, Connecti- 
cut General attorney, discuss settlement 
tions, followed by a dinner. 














40 YEAR MAN 





INDIANAPOLIS—A. Leroy Port- 
teus, vice-president of Indianapolis Life, 
who is now celebrating his 40th anni- 
versary with the company, was the guest 
of honor at a dinner in observance of 
the event. Officers and department heads 
attended. 

Mr. Portteus joined the company as 
cashier when it was only one year old. 
Later he became treasurer, then secre- 
tary-treasurer and in 1934 was elected 
vice-president. He has been an impor- 
tant factor in the company’s growth 
from a very small beginning to its pres- 
ent position of prominence with more 
than $172 million insurance in force. 

Mr. Portteus is a past president of the 
Federation of Civic Clubs. From 1933 
to 1941 he served as a senator from Mar- 
ion county, being chairman of the com- 
mittee that drafted and enacted the In- 
diana insurance code. 

He is also a past president of the 
Assn. of Legal Reserve Life Insurance 
Companies of Indiana, and past state 
vice-president for Indiana of American 
Life Convention. 





36 field tested ways of prospecting are 
effectively presented in Doorways to Pros- 
pects by Cagan. $2.00 from THE NATIONAL 
Dingman presents all the factors that permit 
forecast of health and longevity. 824 pages 
—$10.00 from THE NATIONAL UNDERWRITER. 


Barnes to Make 
3-Week Circuit of 


State Conferences 


NEW YORK—Donald F. Barnes, di- 
rector of research and of veterans’ af- 
fairs of the National Assn. of Life Un- 
derwriters, will leave shortly on a 
three-week trip that will take him to 
seven state conferences. They will be 
at Hotel Hermitage, Nashville, Nov. 
20-21; Hotel Tutwiler, Birmingham, 
Nov. 22-23; Atlanta-Biltmore Nov. 29- 
30; Jefferson Standard Country Club, 
Greensboro, N. C., Dec. 4-5; Danville 
hotel, Danville, Va., Dec. 6-7, for the 
Virginia and District of Columbia as- 
sociations. 

P. B. Hobbs, Equitable Society, Chi- 
cago, N.A.L.U. president, will be at 
the Tennessee conference. Trustee John 
D. Moynahan, Metropolitan Life, Ber- 
wyn, IIl., will be at the Tennessee, Ala- 
bama and Georgia meetings. Trustee 
Wayman L. Dean, Jacksonville manager 
for Life & Casualty will attend the 
Florida conference. 

Trustees C. W. Cox, Metropolitan 
Life, Paterson, N. J., and E. A. Crane, 
Northwestern Mutual, Indianapolis, will 
be at the South Carolina, North Caro- 
lina and Virginia-D.C. meetings. Past 
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The wily football mentor has a play for every situation. 
His team gains yardage by plunging, passing, kicking and 
running the ends. He knows it takes not one but a combina- 


tion of well-coordinated plays to score touchdowns. 


So, take a sales tip from the coach. For a winning combina- 
tion in the field, use all the coverages that meet the varied 
needs of your clients and prospects. Mutiple lines will lead 


you to higher and higher sales goals. 


SAINT LOUIS 


President W. H. Andrews, Jefferson 
Standard, Greensboro, will be at. the 
North Carolina meeting and Trustee 
H. R. Hill, Life of Virginia, Richmond, 
will be at the Virginia-D. C. confer- 
ence. 

These will not be sales congresses but 
will all deal with the workings of the 
local, state and National associations. 


Unlicensed Sales to Soldiers 


Insurance Director Wilson has taken 
up with the commanding genera] at Fort 
Knox the matter of insurers that are 
not licensed in Kentucky soliciting Fort 
Knox soldiers. He admitted that Ken- 
tucky has no jurisdiction over activities 
of unlicensed agents on a government 
reservation but declared he is interested 
in seeing that the soldiers “are not sub- 
jected to solicitation for insurance which 
is considered by this office to be of no 
value to Kentuckians. .. .” 


Celebrate $1 Million Production 


A “victory luncheon” attended by 89 
agents and wives of Wisconsin National 
Life was held at Lansing, Mich., cele- 
brating the Michigan agency produc- 
tion during October of $1 million in a 
campaign honoring G. A. L’Estrange, 
vice-president. M. S._ Kirkpatrick, 
Michigan superintendent of agents, pre- 
sided and talks were given by Mr. 
L’Estrange and A. Senderhauf, 
agency assistant of the home office. 
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“Confidential” Treasury Decisions 


The Treasury department’s practice 
of giving out confidential memorandums 
deciding various points brought up by 
inquirers was justifiably attacked by 
Denis B. Maduro, widely known New 
York attorney specializing in taxes, 
pension plans and estate problems. One 
can see why someone who thinks up a 
new wrinkle in connection with pension 
or profit-sharing plans would not want 
the Treasury to broadcast its approval 
to his competitors but it seems as if 
this should hardly be the controlling 
consideration. 

A decision made by an administrative 
arm of the government is in a sense 
public property. If a decision has been 
reached all those who are interested or 
who might become interested are en- 


titled to know about it. There is 
enough uncertainty and groping 
around in the dark in connection with 
these complex forms of coverage with- 
out concealing anything that there is to 
know. 

It would seem as if the Treasury de- 
partment, if it wishes to protect the or- 
iginator of an idea from having it pi- 
rated, could embody the principle of its 
decision in a general statement that 
would be enlightening but would not 
give away the details of the originator’s 
scheme. But in any event, it seems ri- 
diculous to follow a policy which re- 
sults in pension planners having to 
guess or consult the Treasury depart- 
ment on a point on which the depart- 
ment has already made up its mind. 


Splendid Effect of Educational Work 


There have been notable advances 
during recent years along the lines of 
more effective preparation of insurance 
producers in serving their policyholders 
and prospects. This is largely due to 
the influence of educational processes. 
Producers are much better informed 
now than they were. They take far more 
interest in what they are doing. They 
are better equipped to give counsel and 
they are far more expert in diagnosing 
insurance needs. In this very impor- 
tant work, the salesmen have taken a 
broader view. The change that has come 
about has brought a new attitude on 
the part of premium payers toward in- 
surance men. The buyers have discov- 
ered that the great majority are not 
now simply going around with hat in 
hand begging for an application or a 
slice of insurance. They have reached 
the point where they are only asking 
insurance if they can prove there is a 
need for it. The work of education has 
made great. strides. It has placed insur- 
ance men really in a new classification. 
The professional side of their work is 
being recognized. The producers them- 
selves have realized that they could not 
take many steps forward unless they 
could justify their calling. Therefore, 
there has been a great hunger for edu- 
cation and enightenment. 

The producers are eager to convince 
their clients that they are able to do a 
good insurance job. Insurance organiza- 
tions have taken up work of education 
with gratifying success. Individual com- 
panies also have done much to make 
their agents more useful. Because of 
this progress, the old-time hostility or 
prejudice against insurance agents is 


fast fading away. In fact, the well in- 
formed producer who is a master of his 
calling will get an audience. The’ pros- 
pect at once realizes that he is in the 
presence of a man who knows his busi- 
ness thoroughly and is able to give him 
practical advice. 

The effect of this educational advance 
was first noted in the more prominent 
agents who sought the opportunity to 
improve themselves through education 
and who soon were able to increase 
their income materially. They were 
probably the natural students who found 
satisfaction in studying. 

Life men became students, and took 
up the- Chartered Life Underwriter 
(C.L.U.) course. Fire and casualty 
agents saw the benefit of a more ad- 
vanced course in the Chartered Property 
& Casualty Underwriter field (C.P. 
C.U.). They became schoolboys again. 
They purchased the books that were 
necessary to give them information that 
would lead up to an examination. Thus, 
there has been much progress in what 
might be called the higher-ups. 

Having noted what had been accom- 
plished with the higher-ups, the compa- 
nies saw the need of extending this 
educational course farther down the 
line. They felt the need of teaching the 
more humble and less successful pro- 
ducer. Therefore, courses of various 
kinds have been instituted in an ele- 
mental way for such salesmen. The 
effect has been magical. We have today 
a far more enlightened body of salesmen 
in insurance than ever before. Salesmen 
have been eager for material that would 
improve their technique. 

We have noticed this change in the 


demand for educational services put out 
by THE NATIONAL UNDERWRITER. For in- 
stance, in life insurance the “Diamond 
Life Bulletin” programs have been 
eagerly sought. They have assisted life 
insurance men immeasurably. They 
have been gotten oyt to suit a man of 
various degrees of intelligence and cap- 
acity to study. 

In the fire and casualty field, the “Fire, 
Casualty & Surety Bulletins” have done 
a conspicuous work in the advancement 


of-agents. In addition to these rep 
monthly bulletins, THE NATIONAL Upus 
WRITER has prepared a large Number 
small pamphlets or booklets from yi: 
the agents have derived great Pa 
Altogether, there has been a wonder 
upsurge of the educational tide. It; 
very encouraging to note what has hy 
accomplished. There is still much to} 
done. There is need for further gtin 
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lation in the ranks of producers, ali 


educational lines. 











PERSONAL SIDE OF THE BUSINESS | 


Earl F. Colborn was honored at a 
dinner given by Connecticut Mutual on 
his 30th anniversary as general agent 
at Rochester, N. Y. The home office 
was represented by Vice-president Vin- 
cent B. Coffin and Clifford R. Walker, 
agency assistant. 

Mr. Coffin presented a silver tray to 
Colborn and paid tribute to the fine 
quality’ of the agency and its business. 

Other speakers were two members of 
the agency, Maxwell Posner and Carl 
D. Ott, and two general agents, John 
A. Ramsay of Newark and Frank H. 


EARL F, COLBORN 


Wenner of Utica. Norman L. Egbert 
presented luggage to Mr. Colborn for 
the agency. 

Mr. Colborn graduated from Miami 
University, did graduate work at the 
University of Cincinnati and the Uni- 
versity of Chicago, and became profes- 
sor and head of the department of his- 
tory and government at Miami Uni- 
versity. Five years later he resigned to 
become an agent for Connecticut Mutual 
at Rochester. He became general agent 
the following year. 

He is a past president of the Roches- 
ter Life Underwriters Assn. and helped 
organize the Rochester Life Managers 
Assn., serving as its president. Also 
in 1938 and has been chairman of two 
committees. In 1939, he arranged for 
National association meetings at Louis- 
ville and at St. Louis. 

Mr. Colborn entered the army in 1942 
and served in India. He was discharged 


in 1946 as lieutenant colonel. He 4 
retired as general agent for reasons 
health, the result of his army gery; 
but will continue as associate gene 
agent. 


Commissioner John J. Holmes , 
unsuccessful in his race for Congre 
man in Montana on the Demoermns 
ticket. His Republican opponent, Wj 
A. D’Ewart, was the winner. 


Edward C. Carlson, Minnesota 
ager of Northern Life of Seattle , 
elected mayer of Stillwater last week 

Theodore S. Jones, New York [i 
Lake Mills, Wis., won a seat in the Wj 
consin legislature last week. He js thy 
first triple amputee of the recent wy 
having lost both hands and his right 
leg at Guadalcanal. His picture has a 
peared frequently, showing him using 
rate book with his artificial hands, 

Frank C. Rathje, immediate past pr 
ident of the American Bankers Assy 
president of Chicago City Bank & Try 
Co., and president of Mutual Natioy 
Bank of Chicago, and chairman of th 
executive committee and a director ¢ 
Illinois Bankers Life, was the recipien 
of an honorary degree of LL.D,, con 
ferred by Monmouth College. The o 
casion was the annual scholarship dy 
at Monmouth College. Mr. Rathje de 
livered the principal address. 

G. Frias Beltram, first vice-president 
of Unity Mutual Life & Accident, Log 
Angeles, has just celebrated his 2th 
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anniversary with the company, and wall, 


advanced into the old guard. 

L. D. Cavanaugh, president of Fei 
eral Life, underwent an abdominal op 
eration in Mercy hospital, Chicago, 
Tuesday morning. He suffered discom- 
fort while in Iowa over the weekend 
to attend a wedding and immediately 
upon his return an_ operation wa 
ordered. 

A daughter born to Mrs. Mary Cat 
erine Fryl makes K. Earl Pullen, Ir 
ledo manager of Ohio State Life, 2 
grandfather for the fourth time. 

J. Russell Townsend, Jr., associat 
general agent for Equitable of Iowad 
Indianapolis, has been elected to th 
lower house of the Indiana legislature 
Mr. Townsend is a Republican. Hert 
turned from navy service early this yea 
and rejoined his father’s agency. Hes 
a director of the Indianapolis Assn. 0 
Life Underwriters and the Gen 
Agents & Managers Assn. 

Elmer Abbey, Aetna Life gent 
agent in San Antonio, was tendered 
testimonial dinner, the sponsors being 
six agency heads who had trained wt 
der him. The dinner was an express 
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; their regard for him, especially for 
# “;indliness and unselfishness in rec- 
! mending them for managerial respon- 
oiities in other companies. 
ly 11, 1947, he will observe his 30th 
aniversary with Aetna Life, and March 
his gond anniversary as general agent 
Aetna in San Antonio. 
rhe six alumni of the “Elmer Ab- 
bey School of General Agents & Man- 
prs’ are: G. A. Davenport, general 
et John Hancock; G. Archie Hel- 
ind, general agent Connecticut Mutual, 
“ho was toastmaster; Al Chavis, Hous- 
1, manager Life of Virginia; William 

Abbey, manager Connecticut Gen- 
al; Ira. Travis, San Antonio manager 
Lie of Virginia, and Frank Falkstein, 
manager fOr Produential. The five 
her than Mr. Chavis are located in 
gn Antonio. ; : 

Morgan B. Brainard, president of 
jena Life; George F. B. Smith, re- 
satly appointed vice-president and 
superintendent of agents of Connecti- 
ut Mutual Life, and George Chase, 
ce-president in charge of agencies, 
Prudential, were on hand, and Clyde 
Gay, vice-president of John Hancock, 
was en route to the meeting but was 
called back to the office because of un- 
expected duties. 

Also present were other general 
agents of Aetna Life in Texas, repre- 
entatives of fire and casualty offices 
of the group in San Antonio and Hous- 
on, agents and their wives trom the 
entire Abbey territory, and most or the 
San Antonio managers of other life 
companies. The company executives 
goke briefly. Mr. Davenport, for the 
“jumni,” presented Mr. Abbey a foun- 
fain pen. 

Judd C. Benson, home office general 
agent of Union Central Life, and trus- 
te of the National Assn. of Life Un- 
derwriters, Was married to Marjorie Rei- 
neke of Martins Ferry, O. 

C. F. Brawley, manager of Western & 

Southern, Cincinnati, as chief rabban of 
Syrian Temple Shrine and membership 
chairman, will be in charge of the for- 
mal presentation of candidates to R. T. 
Crosthwaite, illustrious potentate, at its 
world peace ceremonial Nov. 30 at Cin- 
cinnati. 
E. L. Guttersen, superintendent of 
Agents for American National, is visit- 
ing the St. Louis ordinary office, of 
which John F. Menges, Jr., was re- 
cently appointed manager. 

Jesse N. Fletcher, agency manager of 
Great Southern Life, has been elected 
frst vice-president and D. J. Farrell, 
general agent of Pacific Mutual Life, 
i of the San Antonio Kiwanis 
Club. 
















DEATHS 


Esley K. Surridge, former assistant 
manager of the Broaddus agency of 
Guardian’ Life of Chicago, died at Hines 
Hospital of bronchial complications con- 
tracted while serving in the army in 
England. Mr. Surridge, who was dis- 
charged last January, had been able to 
be back at his desk for only a few days 
before he was taken ill. A sergeant in 
the first war, he had enlisted as a pri- 
vate in the second war and had risen to 
cptain in the A.A.F. He is the son of 
the late J. F, Surridge, who had been 
with Mr, Broaddus when he was Acacia 
Mutual manager in Chicago. 

Garland M. Terry, 48, assistant agency 
manager at Washington for Equitable 
Society, plunged to death from Calvert 
Steet bridge 100 feet to Rock Creek 
parkway below in suicide. He had 
worked with Equitable the past 14 years. 

¢had been in poor health. 

Sam Kenison, 34, regional manager of 
John Hancock Mutual Life in Chicago, 





: died there. He was a graduate of Bates 
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Archibald G. Hall, editor of the “In- 


‘irance Advocate” until 1940, died at 


age 84. He was an agent before found- 
ing the “Surveyor” in 1892, an insur- 
ance journal. He sold it in 1916 to 
become a broker and in 1922 founded 
the “Insurance Brokers Bulletin” which 
was merged with the “Advocate” that 
year with Mr. Hall as editor. 





Veteran Equitable, N. Y., 


Detroit Manager, Dies 


Robert M. Ryan, 60, probably the old- 
est Equitable Society manager in point 
of service, died at 
his home in De- 
troit, where he had 


been Michigan 
manager for 36 
years. Born at 
Bath, Mich., he 


started as an Equit- 
able agent in 1905 
at the age of 18. 
Mr. Ryan had be- 
come manager at 
Lansing by 1910 
and that same year 
became Michigan 
manager at De- 
troit. He built an 
organization that within a few years 
was paying for more than $1 million 
a month and maintained and accelerated 
that pace in the following years, becom- 
ing one of the largest agencies in the 
country. - He extended branch offices 
to Battle Creek, Bay City, Flint, Grand 
Rapids, Kalamazoo, Lansing, Pontiac 
and Saginaw. 

Mr. Ryan served two terms as presi- 
dent of the Detroit Life Underwriters 
Assn., had headed the Detroit Life Man- 
agers Assn. and had been vice-president 
of the Equitable “Old Guard.” In 1940 
he had been feted by T. I. Parkinson, 
Equitable president, on his 30th anni- 
versary as manager. At that time, Mr. 
Parkinson said the Ryan agency had 
placed more than $30 million of life in- 
surance on Michiganders and more than 
$67 million had been disbursed to pol- 
icyholders and beneficiaries. 





R. M. Ryan 





Henry M. Files, 55, general agent in 
Syracuse, N. Y., for Northwestern Mu- 
tual Life, died there after an illness of 
several weeks due to a heart condition. 
Services were held at Syracuse. 

He started his insurance career with 





HENRY 


M. FILES 


Connecticut Mutual at Cedar Rapids, 
Ia., in 1919 and then was special agent 
for 10 years of Northwestern Mutual 
under R. H. Pickford, general agent. He 
left Cedar Rapids in 1938 to become 
general agent in Syracuse. He was a 
past president of the Cedar Rapids Life 
Underwriters Assn. 

Harry P. Huxley, 69, former Iowa in- 
surance department examiner, died of a 
heart ailment at the Veterans hospital in 
Des Moines following a lingering illness. 
He was with the department for 18 
years before he became #l. 


Louis Behr, Famed 
Sales Leader, 
Dies at 40 


Louis Behr, one of the most brilliant 
and successful life insurance salesmen 
of his generation 
and indeed for all 
time, died at the 
age of 40 Tuesday 
at Michael Reese 
hospital, Chicago. 
Ill for the past five 
months, he under- 
went a second op- 
eration last Friday 
and it was then dis- 
covered that his 
condition was hope- 
less. It had ‘been 
a bitter disappoint- 
ment to him that 
he was unable to 
preside as chairman of the Million Dol- 
lar Round Table at the annual meeting 
at French Lick in September. 

Mr. Behr had been a general agent 
of Equitable Society since 1945. Be- 
cause of his resourceful and efficient 
methods of salesmanship and his ability 
to communicate to others the secret of 
his strength there was no more popular 
or valued speaker on the life insurance 
circuit than Mr. Behr. Coupled with a 
genius for system was a warmth of per- 
sonality. 

Mr. Behr was one of the first men in 
the country to apprehend the coming 
aptitude for pension plans in this coun- 
try and he developed a knowledge and 
an organization in this field that was 
outstanding. He became one of the top 
bracket authorities in this field. He 
mastered the technical complications in 
the realm of pension plans and had the 
answers at his command and yet this 
accounting, legal and actuarial knowl- 
edge never crowded his salesmanship. 
He would pursue the largest and most 
involved case with the same easy assur- 
ance that he would go after a $5,000 
ordinary life sale. 

Mr. Behr graduated from high school 
at Rockford, Ill., and from University 
of Wisconsin in 1928. There he was 
captain of the basketball team and head 
of Phi Sigma Delta, his house fra- 
ternity. He was the first Jewish boy to 
receive the Kenneth Sterling Day award 
for exemplifying the finest principles of 
Christian living among the senior class 
members of the university. 

He joined Equitable Society at Chi- 
cago in 1929 and by 1932 had won a 
place on the Million Dollar Round Ta- 
ble. He qualified for this round table 
each successive year.* He became as- 
sistant manager of the Lustgarten 
agency of Equitable in 1937; associate 
manager in 1940 and a general agent in 
his own right in 1945. 

He was president of the Chicago 
Assn. of Life Underwriters in 1943 and 
chairman of the Million Dollar Round 
Table during the past year. 

He was a long time member of the 
board of the Chicago division of the 
National Conference of Christians and 
Jews; past president of the Young Men’s 
Jewish Council; president of the Com- 
munity Council of the Jewish Charity; 
member board of the Jewish Charities 
of Chicago and co-chairman of the Jew- 
ish Welfare Fund Drive under way in 
Chicago at the present time. He was 
also a director of North Shore Temple 
Israel, Glencoe. 

Funeral services were held at North 
Shore Congregation Israel Thursday 
morning. Burial will be at Rockford. 


Louis Behr 


J. H. Snyder, 59, manager of Ken- 
tucky Hospital Service Assn. and for- 
merly in the life insurance business, died 
at his home at Louisville. 


N. Y. Assn. Issues History 

The New York State Assn. of Life 
Underwriters has issued a history of 
the association. The association has 
placed this booklet in the hands of every 
agent in New York state. 















Scholefield = J in | 
N. A. Life & Cas. as 
Agency Director 


James E. Scholefield, assistant direc- 
Jan. 1 


tor of LI.A.M.A., will 
join North Amer- 
ican Life & Cas- 
ualty of Minneap- 
olis as director of 
agencies. This is a 
newly established 
position of the 
company as a part 
of a reorganization 
of home office de- 
partments. 

Under the new 
plan of organiza- 
tion, B. H. Odell, 
vice-president, will 


on 





be in complete 4, g, scholefield 
charge of the pol- eat. 
icyholders’ service division, which in- 


cludes the A. & H. claim department. 

F. J. Huch, treasurer, will head the 
actuarial and finance division; P. G. 
Erickson, secretary, will be in charge of 
the corporate and underwriting divi- 
sion; and I. H. Kimmerle, service of- 
ficer, will have charge of budget plan- 
ning. 

Mr. Scholefield was born in England 
and is a graduate of Bowdoin College, 
Maine. He started in life insurance 
with Monarch Life of Massachusetts in 
1934, joining the old Sales Research 
Bureau the following year. 


Institute Rally Dec. 11 


NEW YORK—The annual meeting 
of the Institute of Life Insurance will 
be held Dec. 11 at the Waldorf-Astoria 
Hotel here. The date has been selected 
to fit into the schedule of life insurance 
meetings to be held in the city during 
the week. 
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NEWS OF LIFE ASSOCIATIONS 


mended and approved by their National 
associations. 


Push Qualification Law in N. J. 

NEWARK—The New Jersey Assn. 
of Life Underwriters is expected to 
sponsor the life agents qualification law 
‘proposed by the N.A.L.U. for intro- 
duction in January in the New Jersey 
legislature. 

New Jersey now has a qualification 
law for general insurance agents, but 
life agents are excluded. 





Columbus Sales Seminar 
Scheduled for Nov. 22 


Columbus Life Underwriters Assn. 
will hold its annual sales seminar Nov. 
22, in Columbus. Speakers will be Rob- 
ert T. Cull, Union Central, “Modern 
Methods of Prospecting; Fritz A. 
Lichtenberg, Jr., Massachusetts Mutual, 
“Organization for Estate Planning,” and 
Edward J. Cavanaugh, John Hancock, 
“A Success Story and Salary Savings.” 


Confer on Kan. Legislation 


WICHITA—A joint conference of 
the legislative committees and officers 
of the Wichita Assn. of Accident & 
Health Undrewriters, Wichita Life Un- 
derwriters Assn. and the Wichita Assn. 
of Insurance Agents was held to con- 
sider possible revision of Kansas insur- 
ance laws that might affect accident and 
health and other lines of insurance. 

T. Grant, chairman of Business 
Men’s Assurance, was in attendance. It 
is the purpose of the joint groups to 
direct any changes along lines recom- 


Washington, D. C.—The District of 
Columbia association at its luncheon 
meeting Nov. 21 will have Alvin C. Busse 
and Allan Coutts in their premiere per- 
formance of a dramatic lecture “Talk 
Is Not Cheap.” The association has 
thrown the meeting open to agent non- 
members and others. 

Boston—Ralph G. Engelsman, Penn 
Mutual Life, New York, spoke Nov. 7 
on “From the Outside Looking in.” 

Corpus Christi, Tex.—A. L. Baker, in- 
surance officer of the veterans admin- 
istration regional office, San Antonio, 
discussed recent legislation which ex- 
panded the benefits of National Service 
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Life Insurance. A number of others 
interested in N.S.L.I. legislature attended. 


San Antonio—The women’s division 
will hear a presentation of National 
Service Life Insurance changes made by 
recent legislation Nov. 18. Leone Skel- 
ton, Republic National Life, and Mrs. 
Jean Weber, Connecticut Mutual Life, 
will be the speakers. 


Chattanooga, Tenn.—John P. Williams 
of American College addressed a noon 
meeting and conferred with a group of 
local life men now taking C.L.U. courses. 





Niagara Fallis—Stanley C. Collins, re- 
gional vice-president of the New York 
State association, spoke. 

St. Louis—A. Gordon Nairn, executive 
vice-president Life Underwriters Assn. 
of Canada, will speak Friday on “A 
Blue Print for Successful Life Under- 
writers,” and George Dunbar, superin- 
tendent of Agencies of Mutual Life of 
Canada, on “The Power to Succeed Is 
Yours.” e 


San Francisco—Arthur H. Kent, tax 
attorney, is to discuss “The Importance 
of Life Insurance in the Settlement of 
Estates—Large or Small” Nov. 21. He 
is a member of the firm of Kent & 
Brookes in San Francisco and Alvord 
& Alvord of Washington, D. C., and 
New York. 

The association will not hold its an- 
nual Christmas luncheon because of the 
closeness of the first northern Cali- 
fornia legislative dinner, which is be- 
ing held at Oakland Dec. 6. 

Homer E. Anderson, top producer of 
New York Life and association vice- 
president, addressed the women’s sec- 


tion on “Chart Your Course to §5» 
Mrs. Estelle Nagle, New York _ 
chairman of the group, reported » 
the recent meeting of the women’s aa 
visory committee of the Institute of 
Life Insurance. 


Springfield, Mass.—Raymond C, Bhi; 
general agent in New York city fy 
Home Life, spoke on .'The Selling Prop, 
ess.” Mr. Ellis gave a keen and stim. 
lating analysis of selling. He Pointe 
out the motions and emotions of hot, 
salesman and buyer which are neg. 
sary before a sale can be consummate 


Keith F. James, eg. 








Long Beach, Cal. 


ordinator of distributive education, 
spoke on “The Life Underwriter ay 
Education.” He spent two years 
insurance. 


Des Moines—Lowell L. Newman g 
Fort Wayne, Ind., million dollar pro. 
ducer for Penn Mutual, speaks Noy, 4 


Waterloo, Ia.—Roger Bourland, yi. 
president of Rough Notes Co., Indiap. 
apolis, spoke. 

Detroit—The women’s division held, 
sales seminar at which Ruth M. Kelley 
Manhattan Life, chairman Women; 
Quarter Million Dollar Round Table, 
spoke on “Business Needs’; Lillia 
Hogue, New York Life, “Trends jj 
Estate Planning”; Florence E. Ig 
Penn Mutual, ‘Most Adventitious Ajg” 
Mrs. Mathilda Wells, Prudential, “Juye. 
nile Programming; Mildred E. Te, 
Brook, Berkshire, president C.L.U. chap. 
ter, “Planning Wills’; Luella Wert, 
Reliance Life, “Public Relations,” an 
Miss Florence Kaye, “Glamor.” Th 
program was handled by Dorothy § 
Reynolds, Provident Mutual. 








AMONG COMPANY MEN 





Dr. End Is N. W.-Mutual 
Assistant Medical Director 


Dr. Jack A. End, recently released 
from active duty as a lieutenant com- 
mander in the Pub- 
lic Health Service, 
has been appointed 
an assistant medical 
director of North- 
western Mutual 
Life. 

Born in Wauwa- 


tosa, Milwaukee 
suburb, Dr. End 


was graduated from 
the Marquette Uni- 





versity medical 
school in 1941. He 
joined the public 


End 


health service and 
served his intern- 
ship and residencies in marine hospitals 
at Detroit, Pittsburgh and New. Or- 
leans. He had 22 months of sea duty 
with the coast guard in the Pacific, dur- 
ing which he engaged in seven inva- 
sions. Upon his return to the states, Dr. 
End was made senior medical officer at 
the coast guard base at Wilmington, Cal. 


Dr. Jack A. 





Commonwealth Gives Bias 
New Industrial Agency Job 


Norman R. Bias, field supervisor for 
Commonwealth Life, has been appointed 
assistant director of agencies in the in- 
dustrial department. 

He joined Commonwealth as an agent 
at Huntington, W. Va., in 1938. He be- 
came successively assistant manager at 
Ashland, Ky., and manager at Ports- 
mouth, O., and Huntington. 

Early this year he was made field su- 
pervisor for the industrial department. 

Mr. Bias attended Marshall College at 
Huntington. 


Abbott Joins N. Y. Life 
Public Relations Statf 


John M. K. Abbott, formerly manager 
of public relations for Remington Arms 
Co., has joined the advertising and pub- 
lic relations staff of the New York Life. 
Following graduation from Harvard, he 
served as a reporter on the New York 
“Times” and then as assistant to the 
editor of the Wichita Daily “Eagle.” He 
entered public relations in 1926 with 





Tamblyn & Brown, New York, and in 
1942 joined Remington. 


H. W. Segura on Board 


H. Weston Segura has been elected 
a director of Lamar Life to complet 
the unexpired term of his late father, 
Dr. J. O. Segura, who was also a vice 
president of Lamar. 


Vote to Increase Capital 


Stockholders of Loyal Protective Life 
last week devoted favorably on the pro- 
posal to increase capital to $1 million by 
transferring $400,000 from net surplus 
to capital. The number of outstanding 
shares is increased to 10,000 at a par 
value of $100. Surplus to policyholders 
is over $3 million. 


May Change Dividend Rates 

The directors have indicated that the 
next quarterly dividend will be at tht 
rate of $1.80 per share on the new Capt 
tal instead of the $2.50 per share whit 
has been paid on old capital. This wil 
keep dividends to stockholders at a fate 
of less than 2.5% of book value of the 
stock. The directors also  anticipatt 
continuing the previous practice of tt 
taining all underwriting profit  withit 
the company and paying stockholders 
dividends only out of net investment It 
come above reserve requirements. 


OMPANIES 


Bankers Life Ordinary in 
Force Passes $1 Billion 


Passing the $1 billion mark for tH 
first time, ordinary life insurance # 
force with Bankers Life of Des Moitt 
reached $1,002,290,000 at the end @ 
October. Just about one year ago ® 
company passed the $1 billion mark 
total life insurance in force and thi 
figure now. stands at $1,119,750,00h 
Group life in force, therefore, 1 
stands at $117,460,000. 

Bankers reports paid-for volume % 
$10,650,000 of ordinary and $2,785" 
of group during October. This was 4 
increase of ‘$4,075,000 in the amount ® 
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— 
ordinary written over the same month 





Lite 
ye year ago. , ; 
_ - * The $1 billion of ordinary in force 
ute of fis the largest ever achieved by an in- 


surer west Of the Mississippi. Bankers 
Elli: continues as the largest insurance com- 
‘Boany in that area in assets. 

For the first time in more than 10 
years, the K. Niemann Des Moines 
agency of Bankers Life during October 
went over the $1 million mark in pro- 
duction. The total in examined and 
paid business for October was $1,074,000. 




















Midland Mutual to Move 


Midland Mutual Life will start mov- 
ing into its new home office building at 
Fifth and Broad streets, Columbus, Nov. 
91, The building was formerly the Elks 
Home. It has been entirely remodeled 
and modernized. Buckeye Union Cas- 
walty will move into the building now 
occupied by Midland Mutual as soon as 
it is vacated. 


Passes $10 Million Mark 


Forest Lawn Life, Glendale, Cal., cele- 
brated its third anniversary with an in- 
formal birthday party at the home office, 
attended by 105 agents and their wives. 
L. E. Doyle, vice-president and agency 
director, presided at the meeting an- 
nounced that the company has passed 
the $10 million mark in ‘business in force, 
an increase of 86% the past year. 





CHANGES 


Drake Succeeds Harsh at 
K. C. for Mutual Benefit 


Albert Drake has been appointed gen- 
eral agent at Kansas City for Mutual 
Benefit Life to succeed the late George 
Harsh. Since June, Mr. Drake has been 
associate general agent at Kansas City, 
and has been with the agency since 
1941. Before that he was agency man- 
ager at Kansas City for State Mutual. 

Mr. Drake was in the navy for three 
years and was released as lieutenant 
1 commander. 
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Leonard to Los Angeles 


_ Boyd A. Leonard has been transferred 
from Sacramento by Reliance Life as as- 
sistant to Manager N. J. Nelson of Los 
Angeles. He has been with Reliance 
since 1938, except for a lengthy period 
of service during the war. 


Cull Columbus Supervisor 


William H. McGrath, manager of the 
Columbus agency of Union Central Life, 
has appointed Robert T. Cull agency 
supervisor. He has been a member of 
the agency since 1941. A graduate of 
Ohio State University, Mr. Cull served 
in the last war as an air corps officer, 
being discharged with the rank of lieu- 
tenant. He saw action as a navigator 
and bombardier. He is the holder of the 
distinguished flying cross, purple heart, 
and air medal with four clusters. He is 
Post commander of the recently organ- 
zed Scioto Post 604, American Legion. 


Gold Assists Barichievich 

Julius Gold has been appointed assist- 
ant general agent of the Mark Barichie- 
@v'ch general agency of Occidental Life 
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n A A 
m San Francisco. Mr. Gold has been 
assistant manager of Metropolitan Life, 
and with that company 20 years. 
for the ‘ 


Name Two at Pittsburgh 


John Hancock Mutual Life has ap- 
Pointed Robert G. Haritos district man- 
ager at Pittsburgh No. 2. He was for- 
Merly assistant manager at Brooklyn 5. 

- Drew Snyder becomes home office 
Stoup representative at Pittsburgh. 

















Makes Change in Canada 






: A, Uhl has retired and Harold 
was i glaeGillivray has been appointed as 
punt deer and chief agent at Montreal for 





Mutual Life of New York. Mr. Uhl 
retired under the company’s security 
plan. 

Since 1916, Mr. MacGillivray has rep- 
resented the company’s Canadian 
branches in the capacity of special agent 


or cashier. 

Mr. Uhl completed 46 years of serv- 
ice with Mutual Life in June. Most of 
his business career was in Canada and 
he had been in charge of the Montreal 
office since 1937. 








ACCIDENT AND HEALTH 





National A. & H. Is 
Issuing New Family Policy 


The new family policy just put out by 
National Accident & Health of Phila- 
delphia, complying with the family 
group statutes of Pennsylvania and New 
Jersey, is described by that company as 
catering to “insurance for the masses,” 
and is attracting special interest in view 
of the agitation for state accident and 
health insurance. It is designed to pro- 
vide essential coverage for all members 
of the family in one policy, and for one 
prémium. 

For the husband (ages 18-49) it pro- 
vides $5 per day hospitalization, limit 
10 days; accident disability or confining 
illness, $5 to $20 per week, after first 
week, limit 10 weeks, with one-half non- 
confining for four weeks and funeral 
benefit of $100. For the wife (18-45) it 
provides $3 to $5 per day hospitalization, 
limit 15 days, childbirth excluded, and 
funeral benefit of $75. For each child 
(3 months to 17 years), the benefits in- 
clude $2.50 to $4 per day hospitalization, 
limit 15 days, and funeral benefit of $50. 

The monthly premium for the hus- 
band for $20 disability indemnity is $3; 
wife, $5 hospital indemnity, 95 cents; 
child, $4 hospital, 55 cents. There isan 
enrollment fee of $1 for husband or wife 
and 50 cents for each child. Husband 
and wife must be covered and if there 
are any eligible children, at least one 
must be covered. 





Saginaw Hospital Withdraws 
from Mich. Blue Cross 


Saginaw General Hospital has termi- 
nated its contract with Michigan Hospi- 
tal Service (the Blue Cross plan). 

That hospital, according to President 
Frank N. Andersen, will continue to 
honor cards of policyholders for seven 
months. 

Mr. Andersen said that the decision 
was made after it was found to be im- 
possible to bring about an adjustment in 
rates in line with present day hospital 
operating costs. He said that since 
April, 1945, when the Blue Cross liber- 
alized services without a comparable ad- 
justment in remittances to hospitals, 
Saginaw General has had to write off 
about $50,000. This represents the dif- 
ference, he declared, between  reim- 
bursements from M. H. S. and allowa- 
ble additional charges to patients, and 
the hospital’s own published rates 
charged those that do not have the Blue 
Cross ticket. 

Mr. Andersen said that the Blue Cross 
has set up an inflexible rate structure 
that does not allow for marked in- 
creased administrative and materials 
costs nor for the varying costs of hospi- 
tal service within different areas of the 
state. 

Several months ago 14 Michigan hos- 
pitals operated by the Sisters of Mercy 
withdrew from Blue Cross. cooperation. 


3 Former Blue Cross Men 
Join John Marshall 


John H. Begley has been elected vice- 
president in charge of office administra- 
tion of John Marshall in Chicago. Un- 
til recently he was assistant director of 
Chicago’s Plan for Hospital Care. He 
was in military service for 3% years, 
and previously had served as assistant 
director of Michigan Hospital Service, 
which he helped John R. Mannix, presi- 
dent of John Marshall to organize in 
1939. - 

Robert J. Marsh has been named sec- 
retary of John Marshall. He will re- 
main at Huntington, W. Va., where he 


formerly headed Huntington Hospital 
Service, and will direct John Marshall 
activities in West Virginia. 

V. H. Breitenbach has been appointed 
Chicago area enrollment manager. He 
was manager of the western national 
enrollment office of Blue Cross until 
September, and previously served with 
Blue Cross plans in Chicago, Kansas 
and Wisconsin. 


More Oklahoma Speakers 


Speakers at the sales congress of the 
Oklahoma Accident & Health Under- 
writers Assn. Nov. 22, in addition to 
those previously announced, will include 
E. F. Gregory, Business Men’s Assur- 
ance, Denver, National association sec- 
ond vice-president; W. W. Jackson, 
vice-president of American Hospital & 
Life, San Antonio, and Dr. Howard 


Taylor, dean of Oklahoma College for 
Women, Chickasha, Okla. 

J. Bryan Johnson, B.M.A,, is chair- 
man. 


Sale St. Louis Speaker 


Fred Sale, an agent of General Amer- 
ican Life and for many years one of 
its top personal producers, spoke 
on “They Do Go Together” before the 
Accident & Health Underwriters Assn. 
of St. Louis Nov. 14. His theme was 
that the sale of life insurance will also 
produce accident and health insurance 
sales, and vice versa. 


RECORDS 


Berkshire Life—Paid life insurance 
for October increased 21% and for the 
first 10 months the increase is 29%. The 
company has had 44 consecutive plus 
months. 

Union Central— October sales were 
$9,146,844, an increase of 29%. For the 
year the total was $95,901,759, an in- 
crease of 45%. 

Security Mutual, N. Y¥.—October paid 
business was the largest in the history 
for the month. 

Old Line Life— New life insurance 
sales for the first three quarters of 
1946 were $7,463,639, an increase of 38% 
over last year. Health, accident and 
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Payments to policyholders and bene- 
ficiaries were $1,766,851. Assets reached 
$32,819,781, to top all previous records. 


Occidental Life—-Broke all previous 
records in paid ordinary production in 
October, with $20,293,555 of delivered 
business. This betters the previous 
record of last August, $18,449,092, by 
nearly $2 million. Written ordinary 
business for October was $21,824,191. 

At the end of the third quarter, in- 
surance in force, both ordinary and 
group, was 1,152,925,953, a gain for 
1946 of $122,627,966. The increase for 
the third quarter was $73,777,701. 

Northwestern National Life—October 
ordinary volume was $11,765,000 as com- 
pared with $7,563,000 for the same month 
a year ago. he 10 months sales total 
ae $73,562,000 which is an increase of 
o O-« 

Union Mutual—Paid business for Oc- 
tober gained 72.28% over that of Oc- 
tober, 1945. Paid business for the first 
10 months of 1946 increased 33.85% over 
a@ year ago. 

Home Life—New business paid for the 
first 10 months of 1946 was $87,302,000, a 
59.66% gain over any previous 10 month 
record and 33% ahead of the company’s 
best annual mark established in 1945. 
October volume was 55% higher 
any other October. 

National Life of Vermont — October 
sales of $9,847,661 represented a gain of 
40.53%. For the first 10 months pro- 
duction was $90,281,808 as compared 
with $62,184,264, a gain of 45%. 

For the first 10 months the gain in 
insurance-in-force was $70,614,376 and 
this brings the total to $811,203,074. 

It is expected that the production for 
the year will exceed $100 million for 
the first time in history. 

Boston Mutual—The company is now 
past the $150 million mark for insur- 
ance in force. It achieved its first $50 
million in 1926 after 35 years and the 
second in 1941. 

Equitable Life of Iowa—All October 
sales records were broken last month 
when sales amounted to $11,012,954. This 
is an increase over the same month of 
1945 of 33.4%. 

Total sales for the first 10 months 
were $97,426,324, and also marked a new 
record. is was an increase of 69.1%. 

Insurance in force was increased in 
October by $8,647,325 total of 
$818,666,565. 


VA Branch at Fort Snelling 


The Branch 8 insurance office of the 
veterans administration, which is being 
established at Fort Snelling, Minn., un- 
der the direction of H. D. Gish, former 
Lincoln insurance man, is expected to be 
ready by late December to handle all 
NSLI policy business for veterans in 
Nebraska, the Dakotas, Minnesota and 
Iowa. 
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G. I. Job Training Okla. Topic 


A special meeting of the Oklahoma 
City General Agents & Managers Club 
was held at the request of the veterans 
administration to discuss recent changes 
in the G.I. bill of rights. Paul Cope of 
the Oklahoma state accrediting agency 
led the discussion and explained the re- 
quirements. He submitted a tentative 
wage policy for insurance type of job 
training, which is to be revised to meet 
local conditions. 





Douglas in San Francisco 


Lewis W. Douglas, president Mutual 
Life, addressed the San Francisco Gen- 
eral Agents & Managers Assn., Nov. 6. 
He discussed some of the important 
problems confronting the insurance busi- 
ness in the country and what the com- 
panies are doing to meet these condi- 
tions. 


Columbus Leaders Banquet 


The Life Managers & General Agents 
Assn. of Columbus, O., will hold its 
Leaders Club Banquet, at which time 
the association honors the leaders in 
each agency for volume and number of 
lives insured, Jan. 30. Wives of the lead- 
ers also will be guests. Herbert J. 
Prouty, Travelers, is chairman of the 
banquet committee. 

Forrest J. Curry, San Francisco gen- 
eral agent of Penn Mutual, addressed 
ie association Nov. 14 on “Pitching to 
Nin.” 


Nairn St. Louis Speaker 


The first meeting of the General 
Agents & Managers Assn. of St. Louis 
under the new officers will be held Nov. 
15. A. Gordon Nairn, executive vice- 
president of the Life Underwriters 
Assn. of Canada, will speak. 





Houston Honors Baumann 
The Houston Assn. of Life Under- 


writers honored Jul Baumann, Pacific 
Mutual Life, newly elected vice-presi- 
dent of the National association, at a 
banquet. 
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National Life 


Keeps Same Scale 
for Fifth Year 


National Life of Vermont announces 
that its dividend scale and surplus in- 
terest rate will be continued another 
year, applicable to all forms of life in- 
surance and retirement annuities for 
1947. This will make the fifth year that 
National Life has maintained the same 
dividend scale and surplus interest rate. 
The rate of interest to be paid in 1947 
on proceeds left with the company and 
on dividends held at interest is con- 
tinued at 3.3. 


Sun Life, Can., 


New Endowments 


Sun Life of Canada has filled in the 
gap between its 10 ,15, and 20-year en- 
dowments with odd-year endowments 
maturing in 11 to 14 years and 16 to 


19 years. 
Annual premiums for some of the 

forms are: 

12 14 16 18 

Year Year Year Year 
Age End. End End. End. 
| 85.90 $ 72.15 $ 62.00 54.25 
15 86.05 72.30 62.15 54.45 
20 86.25 72.50 62.40 54.70 
25 86.55 72.85 62.75 55.10 
30 87.05 73.40 63.35 55.80 
35 87.80 74.25 64.30 56.80 
40 89.00 75.60 65.80 58.45 
45 90.95 77.70 68.10 61.00 
50 93.95 81.00 71.75 65.00 
55 - 98.70 86.30 77.55 71.35 
60 106.25 94.65 86.75 81.40 
65 125.25 113.50 106.50 102.10 
7 151.10 142.05 136.65 133.60 
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Cleveland Group Assails 
A. & H. Rate Control Idea 


The Cleveland Assn. of Accident & 
Health Underwriters, at its meeting 
Tuesday adopted a resolution opposing 
A. & H. rate regulation. 

Homer Trantham, executive secretary 
Ohio Assn. of A. & H. Underwriters, 
was the speaker. 

The resolution expresses the belief 
rate regulation would tend to stifle com- 
petition; the various kinds of disability 
cover makes rating impracticable; the 
present competitive nature of the busi- 
ness has brought this form of protection 
to many millions; since A. & H. insur- 
ance deals with individual policyholders 
on a personal basis with varying types 
of coverages, statutory rate regulation 
is neither feasible nor advisable; the 
standardization and freezing of pre- 
miums by rate fixing is not in the public 
interest and is contrary to the principles 
of the S.E.U.A. decision and public 
law 15; any variation in rates would 
cause policyholder dissatisfaction, and 
cause “bootlegging” across state lines, 
and particular discontent by those who 
move into a low-premium state and have 
an old policy; different rates for differ- 
ent states on personal insurance would 
result in chaos and make company op- 
erations expensive and cumbersome. 





Wiedemann Agency 
Celebrates 


The R. F. E. Wiedemann Agency 
of Equitable Society at San Francisco 
held a luncheon last week for high 
point agency members at the Olympic 
Club, Lakeside. Prizes were awarded 
to the 12 high point agents of the Oc- 
tober business campaign, during which 
the agency recorded its second largest 
volume in history. 

Another meeting will be held De- 


cember 13-15 at Pine Inn, Carmel, for 
which agents must produce a minimum 
of $25,000 in volume on three lives from 
Nov. 1 through Dec. 6. 


—=—= 


SCRANTON, PA.—Maurice H. |, 
Vita has become assistant to the preg. 













dent of Scranton Life. Formerly — 
was a Statistician for Fidelity My Pres 
Life and until recently was chief life ceedins 
actuary of the Pennsylvania insurangll sion, 2 
department. associa 
Mr. LeVita is a native of London heard. 
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LE VITA 


MAURICE 

marked 

England. He was educated at Tempkiyisited t 
University where he specialized iff quarters 
mathematics. His graduate work walC, J. Zi 
taken at University of Pennsylvanirector, | 
where he received his M. A. degree. Bfield ov 
After four years as an_ instructor off pensatio 


mathematics at Temple, Mr. LeVita | panies h 
came associated with Guardian Liking thei 
where he was engaged in an actuardiMtheir ag 


capacity. In 1927 he joined Fideliiof a tal 
Mutual. : commen 

He is an associate member of ActomJohn Mz 
arial Society of America. He is tiirector o 
author of the book “An Arithmetic by his p 
Life Insurance” which is currently béifa six we 
ing used by students of the L.O.MAMthat Mr. 
Institute. a meetin 

For three years Mr. LeVita office on 
chairman of the committee on fungfand full- 
tional and departmental costs of LOMr. Ho 
M.A. He has been serving as instructi™tone. H 
in insurance for the Philadelphia Casffinsurance 
iers’ Association. ompany 

While chief life actuary for the Penifistitution, 
sylvania department he was a membg—sales an 
of the Hooker committee (the sijgondarily 
cessor of the Guertin committee) 


actively participated in the deliberatiggeenner I 





of the blanks committee, committee @H A+ the 
fraternal code, group life committe. HT Benne 
NEEL SEEKS SUCCESSOR = fNormai” 
HARRISBURG — Pennsylvania's for the | 
surance department is in the market iffbasis wer 
a life actuary to fill the vacancy crea] 1, 15. 
by the resignation of Actuary M.3 Sincn f 
LeVita, Commissioner Neel says. onfronti 
“T want an outstanding man, and @Bitecmar 
assure him a good salary,” Mr. ™ Patri 
said. He indicated he would seek aa Seg 
creased appropriation from the 1947 I i 
islature for the employment of a. sehr 
actuary as well as to enable salary! aye 
creases to the fire and casualty actuatl ad 53 cc 
Samuel Tucker, an assistant in the ife Off 
actuary department, is handling the Heh th 
tuary work in the interim. Assn. te 
Ming ag 
Schlesinger N. Y. General Ag Diets. 
Harold S. Schlesinger has bagmonahan 
named general agent of the New Ya@peen of g 
Midcity Agency of Columbian Natiof™te busine 
Life. He is ‘son of one of the “fobs on 
pany’s outstanding producers and 
held the positions of brokerage mi Philip | 
ager and supervisor prior to his @plicago, 
listment in the army in 1941. ife Und 
his return from foreign service MMjubject “] 
January, he has been manager 0! @entioned 
Midcity office. He is a graduate@y the a; 
New York University and the agegy.A.L.U, 


management school. 
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Cecil J. North Named to Head 
LJ.A.M.A. at Chicago Meeting 





H. ky (CONTINUED FROM PAGE 1) 
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ceedings with a so-called executive ses- 
sion, at which reports from all of the 
gssociation’s committee chairmen were 
heard. These were: Membership, B. N. 
Woodson, Commonwealth; finance, Grant 
L. Hill, Northwestern Mutual; educa- 
tion and training, Vincent B. Coffin, 
Connecticut Mutual; field” personnel, 
Dudley Dowell, New York Life; com- 
panies having under $150,000,000 ordi- 
nary in force, Frank L. Barnes, Ohio 
State; quality business, Home Life, N. 
Y,, companies writing accident and 
health and ordinary, W. M. Rothaermel, 
Pacific Mutual; combination companies, 
Richard B. Evans, Colonial, N. J.; co- 
operation with orther organizations, Ce- 
cil J. North, Metropolitan; research ad- 
visory, J. Harry Wood, Paul Revere; 
public information, R. E. Irish, Union 
Mutual and nominating, George H. 
Chace, Prudential: The brief but com- 
prehensive accounts given by the com- 
mittee chairmen revealed a picture of all 
of the association’s activities. It is 
planned to make this a feature of fu- 
ture annual meetings. 


Managerial Schools Oversubscribed 


L. W. S. Chapman, director of com- 
pany relations for L.I.A.M.A., said that 
the association’s 1947 managerial schools 
are already oversubscribed. He re- 
marked that 197 company executives had 
visited the organization’s Hartford head- 
quarters during the year. In a brief talk 
C, J. Zimmerman, acting managing di- 
rector, said that there is unrest in the 
field over the question of agents’ com- 
(im pensation. “Apparently, several com- 
panies have not done a good job of sell- 
ing their new compensation plans to 
their agents. They have had too much 
of a take it or leave it attitude,” he 
commented. He read a message from 
John Marshall Holcombe, managing di- 
Mmrector of L.I.A.M.A., who was ordered 
(by his physician some time ago to take 
a six weeks rest. Mr. Zimmerman said 
that Mr. Holcombe, who has not missed 
a meeting until now, will be back in his 
office on a part-time basis next month 
and full-time in January. In his message 
Mr. Holcombe adopted an optimistic 
tone. He gave this definition of a life 
insurance company: “A life insurance 
ompany is not primarily a financial in- 
stitution, but rather it is primarily a 
@sales and service institution and _ sec- 
ondarily a financial institution.” 
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Benner Is Optimistic 
‘B At the opening luncheon, Dr. Claude 
L. Benner, vice-president of Continental 
American, spoke on “Getting Back .to 
ormal.” His predictions of prosperity 





ania's Mor the life companies on a long term 
rarket iifbasis were encouraging. 
y aI In his presidential address, Mr. Han- 
y &* ‘Belman reviewed nine major problems 
““ ; onfronting life insurance. It was a 
i i ptatesmanlike presentation. 
nck a8 Patrick M. Monahan, eastern Ontario 
1947 l@geanager Canada Life and president Life 
of ap tderwriters Assn. of Canada, had as 
salary Mets subject “It Works in Canada.” There 
actuate ©, 59 Companies operating in Canada 
in thee’? 53 are members of the Canadian 
the ife Officers Assn. which cooperates 
mith the Canadian Life Underwriters 
Assn. to follow a set of principles gov- 
Ag ening agency matters, new and renewal 
ucenses, agents qualifications, etc. Mr. 
as bamonahan said the practices pursued had 
Jew Yapeen of great benefit to the public and 
- Natio@ffte business, 
the © 
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obbs on Agency Practices 
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i Philip B, Hobbs, Equitable Society, 
hicago, president National Assn. of 
ife Underwriters, spoke on a related 
ubject “Protecting the Franchise.” He 
entioned the current steps being taken 
y the agency practices committee of 

-L.U. He commented on the set of 

















cent Cleveland meeting of N.A.L.U., 
which define a full and part-time agent, 
general insurance agent and broker. He 
gave the membership of his association 
as 48,084 and predicted that it will reach 
60,000 by Jan. 1. 

Look to NSLI Termination 

Mr. Hobbs surprised many in the 
audience by saying that life insurance 
men are looking toward a terminal date 
National Service Life Insurance. He 
declared that in maintaining a peacetime 
army of 1 million men and selling Na- 
tional Service Life Insurance to them, 
the government is, in effect, invading the 
life insurance field. He said: “One mil- 
lion men at 10,000 each represents a po- 
tential $10 billion of life insurance.” The 
army is accepting 1 million men this 
year, but for peacetime purposes. Many 
of these will serve for two or three years 
and return to civilian life. The 18 and 
19 year olds will not serve for long, but 
nearly all of them will buy government 
life insurance. Mr. Hobbs said that 
National Service Life Insurance was a 
war-time measure intended to function 
in war conditions, but not in peace- 
time and competitively with the regular 
life companies. 

H. J. Syphus, general agent Bene- 
ficial Life, Salt Lake City, brought the 
first afternoon session to a close with 
his inspirational talk on “Life Insur- 
ance, Liberty and the Pursuit of Hap- 
piness.”’ 


Stress Training, Education 


All of Wednesday was devoted to 
training and education. Each of the 
eight scheduled speakers devoted him- 
self to a special phase of these closely 
related questions. This entire day’s con- 
centration on training the new and de- 
veloping agent was perhaps the out- 
standing and most rewarding feature of 
the whole meeting. Channing R. Dooley, 
director and trustee, Training Within 
Industry Foundation, Summit, N. J., 
began it with his talk on “Man- 
agement’s Responsibility for Training.” 
Cyril O. Houle, dean University Col- 
lege, University of Chicago, who was to 
have followed him with a discussion 


of “Armed Services and Adult Edu- 
cation,’ was unable to be present. His 
paper was read by his assistant, 


Thomas H. Hamilton. 
Trains Trainer First 


A Canadian, A. E. Wall, agency su- 
perintendent, of Confederation Life, 
explained how his company trains the 
trainer first. 

The Wednesday morning session was 
brought to a close on a.high note with 
the rousing talk of Benjamin N. Wood- 
son, executive vice-president of Com- 
monwealth Life, whose topic was 
“S.0O.P. Makes Better Training.” 

At noon R. E. Irish, president of 
Union Mutual Life, was host at a lunch- 
eon for the insurance press. 

Three company officials and a man- 
ager made up the Wednesday afternoon 
program. Glen J. Spahn, third vice- 
president of Metropolitan Life, talked 
on the manager’s part in training. Rob- 
ert E. Murphy, vice-president and 
agency manager California-Western 
States Life, told of his company’s train- 
ing ideas that click. The need for agents 
of an entirely detailed training program 
was outlined by Richard E. Myer, New 
York City manager of Mutual Life. 
Vincent B. Coffin, vice-president of 
Connecticut Mutual, was the final 
speaker of the day with his presentation 
of “The New Day in Training.” 





TRAINING SECTION 





Channing R. Dooley, president and 
director of the Training Within Indus- 
try Foundation, Summit, N, J.‘, led off 


the discussion of training in the agency 
and marketing field. 

In his talk on “Management’s Respon- 
sibility for Training,’ Mr. Dooley 
stressed that training is not just some- 
thing to do for new people or when there 
is a light schedule. Use training every 
time you fail to get results you want at 
reasonable costs, he said. Use training 
to get a heavy work load handled in less 
time. Management can get more work 
out if quality of supervision is improved. 
Good supervision is the single most ef- 
fective way to reduce costs. 

Some of the things learned in the de- 
velopment of TWI were reviewed by 
Mr. Dooley. 


Looks at Training as Tool 


Training has to be looked at as a tool 
which top management demands be 
used; available programs from a staff 
department do not guarantee results. 

Training must be measured on a real- 
istic basis, get the facts before and after. 

Training must be specific, it must be 
pointed to a definite problem, and there 
must be a definite objective. 

Knowledge of work does not guaran- 
tee ability to put it over to someone 
else, there is a technique or skill in how 
to train. 

Basic training can be given in groups, 
but this rarely does the complete job; 
individuals need varying amounts of 
help, and all need continued stimulation 
and encouragement. 

He pointed out that training differs 
from education in that it is an everyday 


tool of operation which gets results and 
not only pays its own way, but actually 
shows profit. 

Results of using the Training Within 
Industry program were described by 
Robert E. Murphy, vice-president and 
manager of agencies, California-West- 
ern States Life. Mr. Murphy said that 
California-Western States has better 
quality of agents and a better quality 
of business. Their sales volume’ with 
T.W.I. agents has been about 30% of 
total new business. 

Glen J. Spahn, 3rd_ vice-president 
Metropolitan Life, at the training ses- 
sion Wednesday afternoon related how 
Metropolitan trains its agents and man- 
agers. He pointed out that there is 
selection process and careful review for 
each man as he assumes a new post. 
Metropolitan is constantly training its 
men in whatever position they hold. 


Manager-Agent Training 


A. E. Wall, superintendent of agen- 
cies Confederation Life, Toronto, spoke 
on “Training Through Management.” 

Development, habits, skills and atti- 
tudes are closely tied up with the job 
individual managers are doing, Mr. 
Wall declared, and there is no doubt 
that he is the figure around which any 
program must be built. 

Mr. Wall explained that his company 
picked up the train the trainer first idea 
from American companies. Confedera- 
tion Life holds meetings of small groups 

(CONTINUED ON PAGE 21) 





THE Life Package YOU CAN 


WRITE QUICKLY AND PROFITABLY 
IF YOU want to keep your pen in action — quickly and 


profitably writing more business — you'll never find a 
better way than with this unusual Life Package. A.“Pay- 
master Senior” in the true sense! Benefits that every 
family: man wants, packaged in a clean-cut, visual and 


years. 
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Packaged Plan— Packaged Premium — Packaged Profits 


For Policyholder 


A profit on his savings payable 
in a choice of plans— lump 
sum or income for following 


convincing form .. . and suited to the average budget. 
Easy to present— without rate figuring or specialized 
knowledge. Read what it offers and then write for sample 
portfolio of a series of equally attractive “Life Packages.” 


BENEFITS THIS ‘‘Paymaster Senior’’ PACKAGE OFFERS 


For Family 


$400 immediate cash plus 
$75.00 per month income and 
a $100 Christmas check for 2 
years. 








D. E. Ball, President 


he COLUMBUS MUTUAL 
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and Guertin Laws at Joint Meeting 
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versal of those policies of the federal 
reserve board and perhaps of the Treas- 
ury under which lower interest rates 
have been consistently promoted 
throughout almost the entire period 
since 1932. A change in the policies of 
our monetary authorities may be tem- 
porarily delayed by the recent breaks in 
the market, but it is still a strong possi- 
bility to be considered. 

Spending of Liquid Assets 


7. The spending of liquid assets by in- 
dividuals and corporations. During the 
war period large sums were accumu- 
lated and in large part invested in gov- 
ernment securities. These funds are 
now available for capital improvement 
and the purchase of consumer’s goods. 
We may see a large part of the $63 bil- 
lion of government bonds now held by 
the individuals and large part of the $27 
billion held by corporations made avail- 
able for purchase on the open market. 

Mr. Warters, to prevent too optimistic 
a view, referred to the adverse factors 
brought out in the paper by F. J. Mc- 
Diarmid, manager of the investment re- 
search department of Lincoln National: 

1. Large current savings awaiting in- 
vestment, if exceeding demand, reduce 
interest rates. 

2. Growing institutionalization of sav- 
ings causing a heavy demand for debt 
securities. 

Enormous Government Debt 

3. An enormous government debt 
coupled with the desire and perhaps the 
necessity of keeping carrying charges 
at a low level. Our monetary authori- 
ties have been given ample power under 
which to prevent any increase in interest 
rates and thus are able to offset other 
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favorable factors if the people so de- 
mand. 

Mr. Warters used the term “prudent 
rate of interest,” which might be defined 
as the rate which can be assumed to be 
earned throughout the term of life in- 
surance contracts issued today, and the 
less pessimistic “most probable rate,” 
which could be defined as the average 
rate of interest which will probably be 





E. G. Fassel E. W. Marshall 
earned over the next 10 or 20 years. 
It is important to accumulate necessary 
reserves during early durations and pre- 
mium paying periods to offset possible 
interest deficiencies in latter durations 
and after policy becomes paid up. 

Interest is influ- 
enced by supply 
and demand of sav- 
ings and other 
sources of bank de- 
posits which can be 
used for investment 
purposes, stated 
Wendell P. Coler, 
American United 
Life. Lately the 
emphasis has been 
on the supply side, 
but demand within 
recent months has 
been increasing by 
the borrowing of 
large corporations, increase in housing, 
and purchases of business property for 
lease to tenants. He did not agree that 
rate of interest will be tied to that of 
government investments. 


Guertin Law Questions 


M. Gelles, Mutual Life, in discussing 
Mr. McDiarmid’s paper on “Declining 
Interest Rates and Their Impact on Life 
Insurance Operations,” stated that guar- 
antees in optional settlements present a 
problem which will become increasingly 
serious as time goes on if interest rates 
remain low. The costs of administra- 
tion, which are generally met from cur- 
rent premium income, are becoming 
quite considerable as settlements in- 
crease both with respect to number and 
complexity. In view of these facts Mr. 
Gelles concluded that it would seem that 
optional settlements should probably not 
contain a guaranteed rate and the com- 
pany could pay the beneficiary the net 
interest earned less the cost of admin- 
istration. 

With Jan. 1, 1948, the effective date 
of the Guertin laws, looming on the 
horizon, the CSO tables are no longer 
of academic interest only. Many diffi- 
culties present themselves. Retirement 
income forms, where the cash value ex- 
ceeds the fact of the policy in the later 
years, present a special problem, but 
the remarks of Robert L. Bergstresser 
of United States Life, James E. Hoskins 
of Travelers, and others, were presented 
so clearly that Mr. Fassel remarked that 
they ‘‘made this subject seem simple.” 


Defining Non-forfeiture Values 


As to the choice between the’ use of 
the commissioners .reserve valuation 
method and the net level premium 
method, either of which is permissible 
under the Guertin laws, most companies 
will probably use the latter method, 
although there will be adherents to the 





Wendell Coler 


commissioners reserve valuation method 
because of the higher dividends made 
possible in the earlier years. 

Part of the program was a discussion 
of the progress made in developing and 
obtaining approval of policy provisions 
defining non-forfeiture values and the 
problems in connection with the term 
riders, substandard risks and juvenile in- 
surance under the standard valuation 
and non-forfeiture laws. Proposed word- 
ings of non-forfeiture provision clauses 
were aS many as the persons who pre- 
sented them. One company found that 
some states would approve a clause, 
then it would revise for those states that 
found the wording unacceptable only to 
find the revised form disapproved by the 
states that had approved the original 
clause. 


POOR TIME FOR TEST 


Because of the lack of uniformity this 
is not a good time to give adequate test 
to the standard legislation, said C. O. 
Shepherd, Travelers. He expressed the 
hope that features written into contracts 
because of the straddled situation will 
not become permanent parts of the poli- 
cy. 
The agents, policyholders and many 
managers and home office men in: re- 
sponsible non-actuarial positions just 
do not know and could hardly be ex- 
pected to know what the highly tech- 
nical standard valuation and non-forfeit- 
ure legislation is all about, said Milton 
J. Goldberg, agency assistant of Equit- 
abl Society. They may not appreciate 
that the National Assn. of Insurance 
Commissioners initiated the plan, that 
it is something the companies find not 
only acceptable but welcome; and that 
it is not being forced upon them. It is 
important that the changes to be put 
into effect be carefully explained. 


Avoid Obscure Terminology 


H. R. Bassford, Metropolitan, thought 
that actuaries should make a conscien- 
tious effort to use language more gen- 
erally understood by _ non-actuarially 
trained persons. He cited as examples 
of language used by actuaries the full 
meaning of which is not readily under- 
stood from the analogy to standard lan- 
guage meanings, the use of “expected 








mortality,” “surrender charge” “re- 
serve,” “adjusted premium,” “modified 
premium.” 

Institutional advertising programs 


such as the series on spending and in- 
flation, received little reaction after the 
first year or so, said Rydgren, 
president of Continental American. 
M. A. Linton, president of the Provi- 
dent Mutual, added that there was good 
reaction from press, radio and other 
public media. Advertising, he said, must 
emphasize the dynamic character of the 
life insurance policy, emphasize the serv- 
ice and show that the policyholder needs 
the help of an agent. 

From the discussion of policy loan 
interest rates, it seems that companies 
are not yet ready to follow in the foot- 
steps of Mutual Life with its sliding 


‘scale of interest. J. B. Maclean, 


—= Fe — 
: “ Vice. 
president and actuary of the com 
said they are not contemplating’ af 
change in the contract rate, that i 
present rate 1s a temporary CONCESsipg 
which may be withdrawn upon ye 
months notice and that it is too early je worth 


tell just what the results will be, ness? 

Loan Provision Secondary ~~ 
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The primary purpose of insurange ; a 
protection, the loan provision being P : 

secondary importance, stated V. E, Hy pests. 

ningsen, Northwestern Mutual. He ene P!™!O 


phasized that nothing should be dog tives ‘ 
which will encourage non-essential pojm aay ™ 
rowing with its resultant decrease ; | 
the amount of protection afforded 4 Impro 
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insured’s family. 
In considering wheher a lower rate, agers 
interest if adopted, should be retroactiydil creat 
Mr. Bassford stated that all the bend ceiho 
fits which the policies provide should} robler 
taken into consideration. An old poli rat n¢ 
may have a 6% policy loan interest railing js 
but it may also have 3%% guarante wd in 
settlement options and other benef attentic 
more liberal than available under cyl’ prob 
rently issued policies. against 
The Actuarial Society meets agitmume. 
May 8-9 of next year at the Commi The 
dore at New York. American Instityllness < 
meets May 29-30 at the Edgewasfitvears. 
Beach hotel, Chicago. It was voted thimwith cz 
hereafter the’ society and institute wilthe pic 
hold a joint meeting in the fall of eefifinsuran 
year. suscept' 
than m 


R. E. Little Training Chief Jshould 


Columbian National Life has aff Mr. ] 
pointed Robert E. Little as director di¥16 yea 
training. troublec 

Mr. Little has been associated willfpansion 
the company since his return from tilcreased 
marines a year ago. His experience iMpreviou: 
addition to life insurance sales wotllMthe pre 
includes instruction in the _ fields drequeste 
salesmanship, character analysis, alto lift 
job selection. A graduate of Universitiiicested 
of Denver, he undertook graduate stuiihackwar 
at Kansas State prior to becoming iftering a 
structor in the Kansas public schoilpansion 
system. He later became educationithe calil 
adviser and field secretary for a wedMof busin 
ern business college. The 7 

Since joining the Columbian Nationgmthe pub 
field force, Mr. Little has twice wongjance at 
chair in the Star Producers’ Club, hggceptance 
been a national monthly leader, a 
has been listed consistently on produ 
tion honor rolls. 


INSTT 





It is 


Use Air Mail Regularly 


To give fastest possible mail semigg’’Y , Pr 
to its agency offices, particularly noted, a 
letters concerning policy issuance Me” that, 
change, all first class mail sent by Bat a 
ers Life of Des Moines to its outlyi st sah 
agencies in the future will be sent a 
mail. Savings of two days over gfott bet a 
transportation on mail dispatched Siheeis 


the west coast and one day on ¢ 
respondence to the east coast prompt 
the move after a series of tests. 


eached 
an affe 
ave an 
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ess wit 
pany T 
LIFE INSURANCE WINS AGAIN solationi 
| ive h 
Two legatees were discussing an estate, consisting entirely of life insurance & TAM. 
and stocks, in which they were to share equally. They bewailed the fact that B; instit 
the stocks had declined considerably in market value from their former hi an emt 
levels, but observed, with satisfaction, that “Uncle Henry’s” life insurance hal @ The la: 
paid one hundred cents on the dollar. he agen 
* 
Yes, life insurance is that way. Sometimes it pays more than its face value npnce 
calls for; under normal circumstances, never less. Savings | 
One o 
It, Jnsurance VW pomentut 
e tenc 
IFE Conon, OF VIRGINIB PX © 
pwn estat 
nd halte 
Bradford H. Walker Le said 
Chairman of the Board Home Office: Richmond ‘i the m 
Robert E. Henley Established 1871 clligently 
President an that 
€. 
Over-ex 
Togram | 
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HANSELMAN IS KEYNOTER 


(CONTINUED FROM PAGE 1) 










ting am 
that th 
Ncesigf —_—_—— 
ee illions of dollars to the busi- 
) early yi worth millions 0 ars 
be. ness? The present system consists gen- 
eally of taking a uccessful agent and 
perhaps making him a supervisor and 
Urance WM chen a manager when an opening ap- 
being ears. This system depends largely on 
_ E. Hey jpieion formed by home office execu- 
ne fives and most often is not based on 
ntial bn any more than production necords. 
ae Improve Sales Training ; 
This selection of agents and man- 
er rate@m agers cannot be successful without a 





















troactinl creat improvement, in sales training 
the bend methods, and that is the 5th executive 
should } problem. Mr. Hanselman pointed out 
Id poligll that nearly half of the association meet- 


rest rat 
varanteg 
benef 


nder cy 


ing is devoted to that question. It is 
one in the greatest need of immediate 
attention, he said. : 

Problem no. 6 is that of defense 
against being hypnotized by sales vol- 
ts agai 
Comme 
Instity 


ume. ° . . . . 
The effect of mistakes in life busi- 
ness are sometimes deferred many 


‘dgewatil years. Thus, decisions must be made 
‘oted thamwith care and regard to their effect on 
itute wimthe picture 5 to 25 years hence. Life 
1 of einsurance executives possibly are more 


susceptible to sales increase enthusiasm 
than men in other businesses. 


hief (Should Look Backward 


has a 
irector ¢j 


Mr. Hanselman said that for the past 
16 years, agency men have not been 
troubled with the problem of over-ex- 
























ated wilfMpansion of sales. Now they have in- 
from tWcreased by more than 70% over the 
rience if™previous year and more than 100% over 
les worlmthe pre-war period. Companies have 
fields dMrequested the New York department 
ysis, alto lift the legal ceiling and he sug- 
Jniversif vested it might be well to take a look 
ate stulmbackward to the middle 30s before en- 
Dming iMMtering a program of too excessive ex- 
ic scho™pansion which could result in lowering 
ducationithe calibre of field men and the quality 
r a WeiiMof business in force. 
The 7th problem is that of keeping 
- Nationfimthe public attitude toward life insur- 
ce wonmmance at its high present level of ac- 
Club, hamceptance. 
ader, a 
" ®“ENSTITUTIONAL G 
THINKIN 

ly It is now in higher regard than at 
‘ any previous time, Mr. MHanselman 
ail servi 

wnoted, and regardless of the reasons 
ularly @. ° re 
suance po” that, everything possible should be 
“by B done to keep that position. Holding 


hat level may be one of the greatest 
problems of the years ahead. 

Companies must learn to think and 
ct along broad institutional lines,. he 
emphasized, because the industry has 
eached such proportion that nothing 
an affect one company that will not 
have an effect on the entire business, 
or can anything affect the entire busi- 
ess without being felt by every com- 
pany There is no longer room for 
solationism in the ‘thinking of progres- 
Bive home office agency executives. The 


s outlyt 
e sent 
er grou 
atched 
y on 
prompit 
sts. 


-“ L.ILAM.A. is founded upon the theory 

act ™ f! institutional thinking, Mr. Hansei- 

er high Bnan emphasized. 

ace had The last problem is that of threats to 
€ agency system of distributing life 
nsurance, 

e value 


pavings Bank Insurance 


One of the threats is the gain in 
homentum to expand social security. 
The tendency of government to take 
bver the rights of citizens to build his 
pwn estate should be carefully watched 
nd halted, Mr. Hanselman remarked. 
€ said it is inevitable that the estate 
pt the man who works hard and in- 
cligently will naturally be more ample 
ia that of one who coasts through 





| Over-expansion of the social security 
Togram would destroy the agency sys- 


tem and weaken the character of the 
nation. 

The second threat to the agency sys- 
tem is savings bank life insurance, he 
said. 

Mr. Hanselman declared that “to de- 
lude the public into thinking that in- 
surance purchases without the benefit 
of a competent agent’s advice is cheaper 
in the long run is as false as telling a 
layman that he can save money by 
acting as his own lawyer.” The pur- 
chaser of life insurance is entitled to 
the best services of a full time career 
agent and is entitled to insurance that 
is administered by a full time insurance 
company, he declared. 


Mass Selling Threat 


The third threat is 
of mass selling. There is a _ proper 
place for group insurance, pension 
trusts and other types of mass selling 
and it has not been determined where 
that mass selling should end and in- 
dividual underwriting service begin. Mr. 
Hanselman pointed out that over-expan- 
sion in mass selling could destroy the 
agency system and serve as a stepping 
stone toward nationalization of life in- 
surance. 

The greatest threat to the agency svs- 
tem is the communist influence which 
desires destruction of the economic and 
political system in the U. S. 

He said that communists recognize 
that the more than 100,000 trained life 
insurance agents represent a_ great 
single force for influencing public 
opinion. The life underwriter must re- 
member that he is helping preserve the 
American system by preaching the doc- 
trine of thrift and free enterprise. 


Over-expansion 





Recruiting Pace 
Is Diminishing 


(CONTINUED FROM PAGE 9) 


ior a prospective recruit who has a 
connection on the economic level. 

It is interesting to note in this con- 
nection, that the man with the “old 
school tie” has lost much of his de- 
sirability as a life insurance recruit. In 
the past the young man with a society 
entree, a background which gave him 
access to the wealthiest and most in- 
fluential was the most desirable recruit. 
Today many managers feel that the 
individuals of outstanding affluence who 
remain have generally been sold all the 
insurance they can take and that the 
real market lies rather in the lower 
middle class which, in Chicago at any 
rate, comprises a great bulk of the pop- 
ulation. Included in this class are a 
number of skilled workers whose wages 
today are far higher than the bulk of 
the white collar workers. This whole 
broad economic band has been in no 
man’s land, just above the industrial 
agent, yet unsolicited by the ordinary 
agent. Managers out to concentrate on 
this economic level, pick recruits from 
this segment of the population, men 
who have a number of contacts in mid- 
dle class neighborhoods. In Chicago, 
the richest fields for writing this type 
of business are in the outskirt and su- 
burban areas and agents are being hired, 
in these cases, both on a geographic and 
economic basis. 





New Type of Agent 


This has brought in to agency forces 
at Chicago, a type of man who has been 
heretofore lacking. This type, though 
usually possessing less education and 
polish than those who are expected to 
operate on higher levels, is geared to 
the people he solicits and is far better 
adapted to bringing in this business than 
the “old school tie’ agent. Competition 
among this segment of the population 











is now keen between industrial agents 
writing ordinary business and ordinary 
agents, but in the main, people in the 
nouveau middle class seem to consider 
themselves out of the industrial class 
and prefer dealing with the ordinary 
agent. 

There is every indication that there 
will be a moderate pickup in recruiting 
after the first of the year chiefly by 
agencies of companies which are re- 
stricted by New York. Then too, Jan. 1 
is the traditional cleaning house date 
and a number of managers have indi- 
cated that this is the time at which they 
are going to rid themselves of whatever 
deadwood they have picked up during 
the war. This will make room for new 
and live recruits. 

It looks as though new agents will 
continue to be veterans in the main, 
both because most of the men that are 


still unsettled in their jobs are veterans 
and because managers feel that being 
a veteran is of inestimable value to a 
salesman. 

The feeling is general among mana- 
gers that recruiting will settle down to 
normal during the next year and that 
in the men they have at the end of 
1947, they will have the nucleus of their 
agency forces for the next several 
years. 


Buys Cincinnati Tract 


CINCINNATI—Prudential has exer- 
cised its option on a 93-acre tract at 
Seymour and Reading Road for a major 
housing project at a cost of $397,500 
for the tract. The company took an 
option on the property six months ago 
for a garden type apartment develop- 
ment. 





A STATEMENT OF POLICY 


I BELIEVE -: - 


THAT BEST RESULTS in company management are secured 


by combining the enthusiasm, energy and imagination 


of youth with the knowledge, discretion and skill 


possessed by executives with long experience. 


Jeon. 


CHAIRMAN OF THE BOARD 


The average (and median) age of recently appointed 


administrative officers in the Company is 43. The 


average length of service of our official staff is 18 years. 





IN OUR 102nd YEAR OF LIBERAL SERVICE 


The Mutual Benefit 


Life Insurance Company NEWARK, N. J. 





INSURANCE DISTRICT MANAGERS 
TEXAS AND LOUISIANA 


Old line legal reserve stock company writing hospitalization, 
H. & A. and life insurance has opening for district managers 


in Texas and Louisiana. Large modern offices furnished, 
salary, guaranteed renewals and overriding commissions. 
Excellent opportunity for experienced health, accident and 


life underwriter with fast growing company. 


Inquiries 


treated confidential. Address J-25, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 
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Influence of Labor Unions on Pension Plans 
Is Weighed at Philadelphia Rally 


(CONTINUED FROM PAGE 2) 





Don’t try to copy another plan or 
buy a package plan, he warned, saying 
that it takes a lot of thought to de- 
velop a plan. Try to get a plan that 
has some “sex appeal” and merchandise 
it to the employes, for competition for 
employes on the basis of pension plans 
hasn’t really set in, he advised. 

In answer to a question about the 
small pension that an over-$3,000 plan 
provides for the employes earning just 
a little more than that figure, Mr. 
Ostheimer said exactly that situation 
had arisen with the Chrysler company’s 
plan. To employes who stood to get 
only $10 a month or so pension it was 
explained that this was a far larger 
proportion of the excess over $3,000 
than their social security income was of 
the first $3,000. 

The swing now appears to be to- 
ward contributory pension plans, said 
Mr. Ostheimer. In the early days of 
pension plans they were non-contribu- 
tory. Then up to the second world 
war the trend was toward contributory. 
During the war it was largely non-con- 
tributory, and since then the shift has 
been the other way. 


DENIS MADURO 








Denis B. Maduro, New York City 
attorney specializing in taxation, pen- 
sions and estate planning, brought out 
an important point in connection with 
converting delayed-distribution profit- 
sharing plans in part to life insurance 
or making any payments whatever that 
could be construed as a partial distri- 
bution. 

In answer to a question he said that 
the employe’s share, when he recefved 
it, would be taxed under the capftal 
gains provision, but that in a confiden- 
tial opinion the Treasury Department 
recently stated that if any partial dis- 
tribution were made, not only that 
amount but the final amount would be 
taxed as ordinary income instead of 
capital gain. This would result tn a 
much higher tax. For example, if an 
employer made even a $10 payment for 
disability out of the fund and two years 
later paid the employe $10,000, the 
$10,000 would be taxed as ordinary in- 
come in the year of receipt rather than 
as a capital gain. 

As to whether ordinary life insur- 
ance bought out of such-a fund would 


.but which 


be regarded as constructive receipt by 
the employe of the term portion of the 
premium—on which he must pay an in- 
come tax—Mr. Maduro said he was un- 
certain whether this would throw the 
entire final payment into the ordinary 
income category but he said at least 
there is a risk. 


Denounces “Confidential Opinions” 


Mr. Maduro strongly denounced the 
Treasury Department’s practice of is- 
suing confidential opinions for the bene- 
fit of the few that ask for them, rather 


than making them available, generally. 
Answering another question, Mr. 
Maduro said that where a _ concern 


wants to switch from a four-year-old 
profit-sharing plan to a pension plan, 
there should not be too much difficulty, 
as the Treasury department is not ad- 
verse to such changes. The only risk 
is that if it is abandoned so soon it 
may look as if was set up during the 
high-profit war period and was not in- 
tended to be permanent. It .would be 
safer, he suggested, to let the profit- 
sharing plan ride and put in a supple- 
mentary pension plan. 


Use of Dual Plans 


Mr. Maduro’s talk dealt with the 
various circumstances in which a com- 
bination of pension and _ profit-sharing 
plans may be advisable. The employer 
who can’t or won’t afford a fixed obli- 
gation for an adequate pension sys- 
tem and buys an inadequate one and 
adds profit-sharing in the hope that 
it will eke out the pension plan; the 
employer who wants to add to a pen- 
sion plan that was formerly adequate 
is now inadequate because 
of higher living costs; the employer 
who is willing to take care of past 
service liability because he has the 
money to do it ‘but doesn’t want to 
make a fixed commitment for the fu- 
ture; the individualistic employer who 
doesn’t think it is a good thing to give 
his workers too much assured security 
and wants to make their future return 
dependent on their efforts; the employer 
who wants to sweeten the pot, especi- 
ally for the younger employes who are 
not too much interested in pensions; 
the employer who wants to do some- 
thing extra for highly compensated em- 
ployes; and the employer who wants 
a complete over-all benefit plan and 








ACTUARY 


{ 





4 Illinois. 





A state insurance department 
has opening for an assistant 
actuary. Excellent oppor- 
tunity. Address J-32, The 
National Underwriter, 175 
West Jackson Blvd, Chicago 


WANTED 

















recognizes that both pension plans and 
profit-sharing plans have their limita- 
tions. 


. 


H. C. BIEGEL 


Herman C. Biegel of Alvord & Al- 
vord, Washington, talked on the gov- 








ernment’s attitude toward retirement 
plans. 
Mr. Biegel was asked whether there 


is any disposition on the government’s 
part to permit the extension of pension 
plans and trusts to include partners 
and sole proprietors. He said there 
was not, but that some in the Treasury 
department had suggested that hus- 
bands and wives be allowed to split 
their joint incomes in all states to 
equalize the advantage given couples 
in community property states. This 
would only take care of part of the 
situation, he conceded, saying that there 
is still an effort being made to get the 
benefits of the pension-plan tax deduc- 
tion for partners and sole proprietors. 


REESE AND WELSH 








Joseph H. Reese, general agent 
Penn Mutual Life, Philadelphia, and 
James F. Welsh, secretary McCormick 
& Co., Baltimore, talked on the need 
for a retirement plan. Mr. Welsh was 
assisted by J. Donald Nevins, chief ac- 
countant and office manager of the Mc- 
Cormick firm. The company, which 
deals in spices, was written up in a 
recent issue of the “Saturday Evening 
Post” on account of its exceptionally 
fine employe relations set-up. 


Pensions. Don’t Hire Men 


Pension plans alone are not sufficient 
to bring applicants for a job, it was ex- 
plained by Mr. Welsh, in describing 
his firm’s plan. Employes do not be- 
come conscious of a pension plan un- 
til after they have been with the com- 
pany long enough to decide they are go- 
ing to stay, he said, and then they start 
to compute the benefits they will re- 
ceive upon retirement. 

Veterans of the late war are pension 
conscious, because emphasis was placed 
on service pensions by the government 
to induce men to stay in the army. Thus 
pensions are necessary as an inducement 
in hiring employes, but they are not as 
big a determining factor as before. 

Pension plans should now be regarded 
as a natural development in the social 
and economic progress of the country. 
Mr. Welsh said that he had not heard 
of any wholesale scrapping of pension 
plans, rather those hastily put in during 
the war are now being revamped. 

Labor relations are considerably 
smoothed by pension plans because they 
require direct communication between 
management and employes. Mr. Welsh 
said the employer must provide his em- 
ploye with unmistakable evidence that 
security for old age is the primary pur- 
pose for the plan. 

They make for more efficiency in the 
company because they provide for re- 
tirement at a definite age when effi- 
ciency begins to lag. This makes for 
openings for younger employes who 
otherwise might. get discouraged with 
long waiting. 

An employe who has cause to defend 
his management can also gain a feeling 
of greater importance as a member of 
the business whose policies he is up- 
holding, Mr. Welsh asserted. 


M. B. FOLSOM 








Marion B. Folsom, treasurer of East- 
man Kodak Co., the speaker at the 
dinner meeting, talked on “Retirement 
Plans Pay Dividends.” Alfred L. 


Hallstrom, president of the Philadel- 
phia Chamber of Commerce and Board 
of Trade was toastmaster. 

The U. S. Chamber of Commerce 
was represented by A. L. Kirkpatrick, 
manager of the insurance department, 
and 


H. E. Hilton, assistant manager. 


Presiding officers at the four S€ssion, 


were Clarence Tolan, Jr., Presiden, 
Dodge Steel Co., W. F. —_ pres, 
dent the Pennsylvania Co,, R. T. M 


Cracken, chancellor of the bar assoc 
tion, and John A. Stevenson, Presiden 
Penn Mutual, all of Philadelphia, 


J. H. SHREINER 








— 


J. H. Shreiner, assistant to the preg. 
dent of Towers, Perrin, Forster 4 
Crosby, pension consultants of Phip. 
delphia, discussed the financing of 
tirement plans. 

In the question period Mr. Shreing: 
was asked how large a group is neg. 
sary to qualify for a trusteed plan ¢ 
would permit mortality discounts, ff 
“below some rather elusiyd 


said that 

number trusteeship becomes  imprg 
ticable.” He said he had made thal 
statement on a previous occasion ap/ 
that the figure is still elusive. Som 
one in the audience mentioned 


Na} 


there are other factors than number 
that affect the question. The among 
of money is important. If the fin 


contemplates funding the entire pag 
service liability it would be in a be 
ter position to use a trusteed plan, Thy 
type of institution has a bearing, ; 
bank is better fitted to handle a try. 
teed type of plan than a_ non-finanei/ 
enterprise. 


E. S. Churchill’s Comment 


E. S. Churchill, Northwestern My 
tual, Hartford, pointed out that tk 
number of employes involved may & 
misleading, since it may well be thy 
10% of the employes will account fy 
60 or 70% of the premiums and ben. 
fits and are the ones that may distort 
the workings of the law of averages, 





Insurance Chairmen Reelected 


LANSING, MICH.— Chairmen ¢ 
both senate and house insurance com 
mittees in the Michigan legislature, Sen 
Colin L. Smith, Big Rapids, and Rep 
Andrew J. Bolt, Grand Rapids, were tt 
elected. Both are Republicans. 


Hold Wis. Management Institute 


Miss Louise Newman, personnel é 
rector of Northwestern Mutual Lif, 
Milwaukee, and C. L. Daniels, vice-pres 
ident Hardware Mutuals, Stevens Poitl 
Wis., were among the speakers at a 
institute for office managers _presenttl 
by the Industrial Management Institute 
sponsored by the University of Wisco 
sin school of commerce at Madison 
with the cooperation of the Wisconsi 
Manufacturers Assn. ' 


White Okla. C. L. U. Instructor 


Malcolm C. White, Oklahoma genedl 
agent of Pacific Mutual Life, has bet 
appointed to succeed the late P. 4 
Trezise, Paul Revere Life, as instructot 
of the section A C.L.U. course in Okt: 
homa City. Section C classes have bet 
taken over by Edwin Burch, insurat 
attorney. 














AVAILABLE 

Agency executive (superintendent ¢ 
agencies) sixteen years life insurance @ 
perience —ten years as an agent, 
years as a general agent, four 
home office, wishes position in Det 
Colorado. Consider managership, § 
eral agent, or home office. Present e@ 
ings $9,000; consider less in position 
future. Age 37, married, and family. 
dress J-28, The National Underwriter, ! 
W. Jackson Blvd., Chicago 4, Illinois. , 














Progressive Midwestern Life Company is 
ning to develop Health and Accident 
ment. Wants man capable of taking ¢ 
Write giving qualifications and salary ¢*P 
Address J-8, The National Underwriter, 1% 
Jackson Blvd., Chicago 4, Illinois. 
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Cecil J. North New L.LA.M.A. Head 
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assocy, 
presiden of managers. These groups set up a 
Lia, routine for training new men. They 
puilt up recruiting talks, one to the 
Ef center of influence and one to the pros- 
pective agent. : 
mescssed Each of the managers learns the vari- 
ous talks and about 30% of the time is 
the presi spent on drill sessions in which one 
orster GM manager canvasses another. 
of Phi Mr, Wall remarked that his company 
1S Of tel has followed through on this type of 
small group meeting with two “welcome 
Shreingl& ome schools” for men as they return 
iS neces from service. Veterans are brought up to 
Plan thai date in changes of company policy, 
ints, Hy plans, selling techniques and changes in 
r elusinf jegislation. Each of them learned thor- 
impraci™ oughly the revised prospecting sales 
ade thal talk. 
a Sa B Military Education Program 
ned th Thomas H. Hamilton of University 
numbeni™ College, University of Chicago, speak- 
> amouni™ ing on “The Armed Services and Adult 
the fmf Education,” said that never before has 
tire pa¥M such a vast program of education and 
mM a bet information been made available to a 
lan. Thi comparable group of American citizen 
aring. AM as in military service. Millions of men 
€ a tts and women were using leisure time to 
financial! yndertake voluntary learning. The army 
and navy off-duty programs will be con- 
sidered among the first of mass adult 
educational activities, he said. 
ern Mul Since this is the first time adult edu- 
that thi cational activities have been practiced 
may be on a mass scale, he said, any principles 
be tht discovered from it should be preserved. 
-ount fi Unless action has already been taken, 
nd dete . downward revision of optional settle- 
Y distor ment guarantees is clearly indicated and 
erages. B should not be evaded at the present time 
because of false optimism or competi- 
cted tive considerations, Joseph E. Maclean, 
rmen dim vice-president and actuary of Mutual 
nce com Life, declared. Mr. Maclean said 
ure, Senf™ that the fact that he injected such a 
and Rei discouraging note showed that he was 
were t¢{™ no salesman, but said that he did it be- 
cause of the importance of the matter 
in relation to sound management and 
stitute JB because of the influence those present 













have with their companies. 


onnel ¢- 

ual Lit} Woodson Reviews Program 

vice-pres : ; ; 
ns Poitti? B. N. Woodson, executive vice-presi- 


dent of Commonwealth Life, said that 
the outstanding characteristic of the 
training program recently adopted by 
his company is its emphasis upon hew- 
ing to standard operating procedure. 
The program is based on the principle 
that training is the responsibility of the 
manager, but that the company must ac- 
cept the responsibility of training the 
manager, furnishing adequate training 
equipment and seeing that the manager 
has bel does the training work. Another prin- 
te P. Mi ciple is that training should have a cen- 
instruct tral theme and should develop. the 
in Ok agent’s ability to use simple, positive 
ave bet standard procedures at the level of pros- 
insuran necting and selling. 


rs at al 
presente! 
Institute, 
~ Wiscot- 
Madison 
N isconstt 
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Charles J. Zimmerman, acting man- 
aging director of L.I.A.M.A., said that 
the least progress in selection and train- 
ing has been made at the field manage- 
ment level, the vital link that joins home 
office and field. 

In further improving the agency sys- 
tem lies the great opportunity and need 
of the business, he said. The industry 
also has been lagging sadly in its knowl- 
edge of markets and the progress made 
in selection, training and supervision of 
managerial forces will reflect directly in 
the utilization of the knowledge through 
research gained in fields of markets and 
methods, Mr. Zimmerman said. 


MANAGERS’ CONTRACT 








Primary concern in the study of 
proper contracts for the compensation 
of salaried branch managers is an 
agency contract which gives the agent 
adequate pay, because the managers 
cannot be paid properly unless the agent 
first receives his due, Laurence S. Mor- 
rison, research consultant of L.I.A.M.A., 
said. 

Second consideration is to pay the 
manager a proportion of his agents’ 
earnings, with or without a flat salary, 
after eliminating the earnings of those 
men who don’t measure up. 

These are the only objectives which 
should be considered in managers’ con- 
tracts. There are dozens of secondary 
objectives but the incentive for them 
might well come not from contracts, but 
from executive control, Mr. Morrison 
said. 


Thursday’s Proceedings 


There was a_ half-day session on 
Thursday of the association proper, 
after which a training within industry 
seminar was held. Joseph B. Maclean, 
vice-president and actuary Mutual Life, 
gave his interpretation of the immedi- 
ate future in his talk on “Impending 
Changes in Life Insurance.” Albert K. 
Kurtz, associate professor Michigan 
State College, spoke on the selection of 
managers. 

President O. J. Arnold of Northwest- 
ern National, declared in his talk that 
“managers must manage.” Acting 
managing director Charles J. Zimmer- 
man, was the final speaker with his out- 
line of “What’s Ahead.” 


COMBINATION GROUP MEETS 


Richard B. Evans, the new president 
of Colonial Life of New Jersey, presided 
at a dinner and meeting of combination 
companies, those writing both ordinary 
and industrial. There are 26 such com- 
panies holding L.I.A.M.A. membership. 
Mr. Evans is chairman of the committee 
for combination companies. At the Tues- 
day evening dinner the special problems 
of these companies were discussed. Mr. 
Evans said the annual meeting of his 
group will be held at Absecon, N. J., 
May 21-22. 


UNDER $150 MILLION DINNER 


Companies having under $150 million 
ordinary in force held their annual din- 
ner Wednesday. Frank L. Barnes, vice- 
president of Ohio State, was in charge 
as chairman of his group, whose next 
annual meeting, it was announced, will 
be held March 24-26. 


L.ILA.M.A. SIDELIGHTS 


Canadian member companies held a 
luncheon Wednesday at which an analy- 
sis of Canadian recruiting experience 
was presented. E. J. Moorhead, actu- 
ary Agency Management Assn., presid- 
ed as chairman. 

There was a showing of the Insti- 
tute of Life Insurance film, “The Search 
for Security” at the close of the regular 
Wednesday session. 


A. L. Dern, agency vice-president 





of Lincoln National, has attended 27 
consecutive meetings of the two organ- 
izations that were merged to form L.I. 
A.M.A. He was present this year to 
make it 28. His closest attendance rival 
is A. C. Louette, Peoples Life of Frank- 
fort, who was on hand for his 23d meet- 
ing. 

State representatives of the L.I.A.M.A. 
met with the committee on cooperation 
with other organizations, following 
Wednesday’s regular session. Chairman 
Cecil J. North, Metropolitan, presided. 

There was an _ informal , reception 
Tuesday evening, given by William M. 
Dewey, managerial head of the Edge- 
water Beach Hotel. It was a jovial af- 
fair, and heavily attended. 





Gates Utilities Analyst 


New England Mutual Life has ap- 
pointed Charles C. Gates public utili- 
ties analyst in the investment depart- 
ment. He has been with the Securities 
& Exchange Commission in Philadel- 
phia since 1938 and is now a senior 
utilities analyst. 

For two years during the war he 
served as a lieutenant in the navy bu- 
reau of ordnance in Washington. He 
graduated from Lawrence College and 
studied advanced economics and ac- 
counting at the American University in 
Washington. 





Supervisors Hear Pendleton 


Rice L. Pendleton, assistant manager 
of agencies of Travelers, addressed the 
Life Agency Supervisors Club of Chi- 
cago Nov. 14 on “What’s Ahead for 
1947.” 


N. Y. May Put Up 
Housing Project 


Security Mutual Life of Binghamton 
has taken an option on a 200-acre tract 
in the Town of Vestal as a possible site 


for a model housing community. The 
tract includes the Vestal Hills golf 
course. 


Couldn’t Get Land in City 


President Frederick D. Russell stated 
that Security Mutual is not prepared to 
say that it will go ahead with the proj- 
ect, but he indicated that such would be 
done unless insurmountable difficulties 
in materials and labor are encountered. 
Security Mutual found that it could not 
get sufficient acreage for the type of 
project it has in mind within the limits 
of Binghamton, Johnson City or Endi- 
cott. A bridge is to be constructed 
linking Johnson City and Town of 
Vestal and this would make the Vestal 
Hills an attractive, convenient location 
for residential construction. 

It was brought out that the maximum 
investment that Security Mutual could 
make in housing would be $4% million 
under the insurance law. The housing 
would be on a rental basis and emphasis 
would be given to providing enough land 
for each housing unit to prevent over- 
crowding. 





Write more accident business by sub- 
scribing to The Accident & Health Re- 
view, $2 a year, 175 W. Jackson Blvd., 
Chicago. 
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Directing the Way Toward Financial Security 
Since the Turn of the Century 


a 
ATLANTIC LIFE 


INSURANCE COMPANY 


Richmond, Virginia 


Atlantic’s salary and incentive commission 
plan of Agent’s compensation offers a real 
opportunity for the career life underwriter. 


Inquiries are invited from those interested. Agency and Managerial 
opportunities in Virginia, North Carolina, South Carolina, 
Maryland, District of Columbia, West Virginia, 
Tennessee and Texas. 
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Sound business management and very low mortality have 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 
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Lower Settlement 
Options Can’‘t Be 
Evaded-—Maclean 





Unless action has already been taken, 
a downward revision of optional settle- 
ment guaranties is 
clearly indicated at 
the present time 
and should not be 
evaded because of 
false optimism or 
competitive consid- 
erations, Joseph B. 
Maclean, vice-presi- 
dent and actuary of, 
Mutual Life, de- 
clared at the LI. 
A.M.A. meeting in 
Chicago. Mr. Mac- 
lean said that the 
fact he _ injected 
such a_ discourag- 
ing note showed that he was no sales- 
man but that he did it because of the 
importance of the matter in relation to 
sound management and because of the 
influence those present have with their 
companies. 
Making Two Radical Changes 

The industry finds itself in the posi- 
tion’ of having to make two unusual 
and radical changes simultaneously, Mr. 
Maclean said. He referred to the re- 
quirement in the standard non-forfeiture 
laws for the adoption of the new C.S.O. 
table for reserves and values, and the 
lower interest assumption required by 
the investment situation. . 

There is considerable misunderstand- 
ing as to the extent to which the 
Guertin laws are. responsible for 


J. B. Maclean 





changes already made by some compa- 
nies in premium rates, non-forfeiture 
values and dividend scales. The Guertin 
laws are not responsible for these 
changes which, in all cases, would have 
been necessary because of the fall in 
interest rates quite apart from the ef- 
fect of the standard laws which, in 
themselves, do not require any change 
either in premium rates or in the in- 
terest assumption. Only the modern 
mortality table and the enactment of 
uniform minimum non-forfeiture value 
laws arise from the Guertin legisla- 
tion, he said. 

In view of the difficulty which has 
been experienced in some _ states, 
notably New York, in securing enact- 
ment of the standard laws, Mr. Maclean 
deemed it advisable to emphasize that 
the program embodied in these laws 
was initiated by the commissioners and 
not by the companies. Incidentally, he 
said, one of the members of the com- 
missioners’ committee which recom- 
mended uniform enactment of these 
laws in all states was the then super- 
intendent of New York. There were 
no company representatives on the 
Guertin committee. It cannot be said, 
therefore, that, in supporting their en- 
actment, the companies have any axe 
to grind. 


More Equitable Treatment 


Everyone who understands the mat- 
ter agrees that enactment of these Iaws 
everywhere is desirable and that they 
will result in more equitable treatment 
of policyholders than is required under 
former statutes, he said. Features of 
the standard law which have been criti- 
sized are of minor importance and are 
objections which should not be allowed 
to block the progressive step in any 
state. 








Returning Veterans! 


Selling legal reserve life insurance is pleasant 
and profitable employment. 


You have an opportunity to develop lists of 
new prospects through meeting the present 
policy-holders in the territory assigned to you. 


Excellent territory in Tlinois, Michigan, 
Minnesota and Wisconsin. Write for information. 


Equitable Reserve Association 
Neenah, Wisconsin 
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THE PIONEER 
Some choice territory open for competent State and District Managers 


A. 0. U. 


OF NORTH DA 


W. 
KOTA 


Legal reserve life and disability In- 
surance—protecting the family since 
the days of the covered wagon. 
All standard forms of legal reserve 
adult and junior life insurance con- 
tracts issued. New junior policies 
now issued on the C.S.O. table of 
mortality with full face value at 
age 5 

Non-cancellable health and accident 
providing for 52 weeks of disability. 








FARGO, NORTH DAKOTA 
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PROTECTED HOME CIRCLE 


SHARON, PA. 


Foumpenp im 1686 


A Legal Reserve Fraternal Insurance Society 


GHARON, PA. 





L. D. LININGER, Supreme Secretary 





The difficulty of the present period 
is that so far as their life insurance 
operations are concerned, most com- 
panies have had very little experience 
with the problems involved in a change 
in the mortality table or in the interest 
assumption, Mr. Maclean declared. 
These changes have been made as to 
some annuities, but, as a general rule, 
annuities are non-participating and are 
not materially affected by the problem 
of non-forfeiture values or the competi- 
tive considerations which are so impor- 
tant in life insurance. For life insur- 
ance operations, most companies have 
used the same mortality and interest as- 


sumption over very long Periods, » 
least for participating policies, 
said that in the Mutual Life over , 
period of 100 years, the interest x 
sumption has been changed only ty; 
while the same mortality table has bee, 
used for more than 75 years. Mor 
frequent changes in interest have 
unnecessary because the long term q. 
cline in the interest rate has until ». 
cently been very gradual, while 
rate assumed has been very Conservatiyg 
As to mortality, the trend has 
favorable rather than unfavorable with 
increasing rather than decreasing my. 
gins. 





METROPOLITAN METHODS 


Spahn Tells How Company Trains Men 








Glen J. Spahn, third vice-president of ant manager. After that, he is taugh 
Metropolitan Life, related the training to prospect for and sell weekly ang 
practices of his monthly debit business. Then folloy 
company for man- instruction in the sale of small org. 
agers and agents nary contracts, and as he becomes mo 
at the Wednesday proficient he is given training in prog. 
session of the pecting and selling with social secy. 
L.I.A.M.A. annual ity. This is followed up by cours 
meeting in  Chi- in business insurance and estate play 
cago this week. ning. 

Mr. Spahn_ told Assistant Manager’s Training 
of several conclu- ; i 
sions drawn from _An_ on-the-job training program j 
Metropolitan’s 15 given to each, new assistant manage, 
years’ experience Mr. Spahn said. This instruction take 
in field training. 16 weeks during the first year. ]p 
He said that a struction includes administration of & 
training program a. a ale tails, how to train agents, supervision 
should improve accounting, and conducting plan selling 


the selection of field personnel. New 
appointments should not only be re- 
placements, but it is important that 
they be an improvement on individuals 
who leave the service. 
Another conclusion 
is most effective when the manager 
assumes responsibility in training in 
his district, and is, in fact, the chief 
trainer. To attempt training of agents 
exclusively by a home office staff of 
men appointed solely for that purpose 
would be far too costly and would mean 
loss of supervision, he said. It is the 
question of on-the-job instruction as 
compared to instructions by remote 
control. 
Selection of Managers 


In order to make a manager an effi- 
cient trainer, it is necessary that the 
manager himself be selected with dis- 
cretion. 

Mr. Spahn said that Metropolitan 
managers have had experience as agents 
and assistant managers and many have 
had additional experience in the field 
training division and as territorial su- 
pervisors. 

Thus, managers are chosen carefully 
and through their careers with the 
company are subject to a continuous 


is that training 


training in each new position they 
achieve. First they are selected for as- 
sistant managers after careful study. 


Then in that position they are taught 
their new work and also are taught 
how to train others. When a man 
becomes a manager, he is again put 
through a course of study. 


Selection of Agents 

As a further aid to managers in 
training, every effort is made to give 
him a good quality of man to train. 
Agents are selected after a series of 
tests and after they have shown their 
aptitude for and interest in the busi- 
ness. 

Managers are encouraged to make 
periodic analyses of their agency to de- 
termine the immediate training needs. 
Then he is supplied with courses from 
the home office and these are used in 
the agency training. 

New agents receive no instructions 
from a manager until after they have 
attended the agency training centers. 
This is a two-week course and sub- 
jects taught there are then reviewed 
by the manager with the agent. Then 
the agent is accompanied on the debit 
for two or three weeks by the assist- 


assignments. 

Hence, the manager is expected tp 
establish a sound working relationship 
in his agency. He is supposed to hel 
the agent or assistant manager set w 
and work toward definite goals an 
review progress from time to time, He 
should plan any further improvement 
and help carry out plans. 





Insurance Market Good, 


Supervisors Told 


NEW YORK—An analysis of pres 
ent day market conditions, showing: 
great field for insurance was given by 
R. A. Robinson, director of research for 
Crowell-Collier, before the New Yor 
City Life Supervisors Assn. The analy 
sis was derived from a survey of reat. 
ers of the firm’s publications, which wa 
released last spring. 

One man in every five is now in th 
market for more insurance, according 
to the survey, but 91% still have w 
definite plan for an expanding insurant! 
program, he said. 

Harry Ard of Connecticut Genera 
president of the association, presided 
Robert Curran, Jr. of Massachusetts 
Mutual, chairman program committe, 
introduced Mr. Robinson. 





Ice Show for Reno Stors 


The 33 members of the R. R. Reno 
agency of Equitable Society at Chicago 
who during the national preduction cam 
paign of that company in October, camt 
up to the prescribed mark were guest 
of Mr. Reno at a party at the Ice Fo: 
lies Tuesday evening. The agency’s pre 
duction during the month was $1% mil 
lion which was 117% of quota. Hele 
Zepp was the leading agent. 


George Bobbs, assistant manage 
Guardian Life and vice-president of tit 
New York City Supervisors’ Assn. 
been stricken with a serious illness, bu 
friends who have visited him at 
Joseph’s Hospital, Long Island, say th# 
he is gradually recovering. 








THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1898 
A Legal Reserve Fraternal Benefit Soci 


Bina West Miller Frances D. Partrlist 
Bupreme President Bupreme Secrets 


Port Huron, Michigas 








Nove! 


—_ 


agenc! 
of g! 
agents 
attent! 
thems 
set Uf 
that h 
need. 
to hav 
son. 1 
emotic 
needs 
he neé 

To 
these | 
has a 
one in 
of the 
done { 


; spaces 


Whi 
can b 
asked. 
than b 
distanc 
$100 a 
lunch, 
suranc 


Value 


By t 
he cou 
too lor 
Or he 
a lette 
are al 
upon 
noting 
connec 
is sent 
agent’s 
often 
office 
you.” 

In e 
big pre 
becaust 
premiu 
mack 1 
ing me 
basis ¢ 

All 1 
of putt 
manag 
him to 
his car 
Divisio 

Mr. 
oped a 
lished | 
ing por 
agency 
scope | 
agency 
definin; 
and gir 
and by 
agency 
Is poss! 
framew 
Campb: 
exactly 
Jectives 
cently 
time o: 
my jol 
authori 

Mr. 
leads a 
agencie 
in dey 
meet ti 
creased 
duction 
18 vital 
mum ef 
is base 
Writing 
cover t] 


a rise j 


insuran 
$144 


with th 
me 'dinary 


How 
urgent , 
under ¢ 
He tol 








November 15, 1946 





LIFE INSURANCE EDITION 








23 





PA.MANAGERS CONFER 


(CONTINUED FROM PAGE 5) 





oor 


in a sparsely settled area is one 
AVE ety waiving personal attention to his 
agents, he said. It is so easy to give 
attention only to matters which press 
themselves on us, he said, that he has 
set up a simple check system to see 
that he is giving his men the things they 
need. To do his work well, a man needs 
to have interest shown in him as a per- 
son. He needs security, financial and 
emotional, a sense of being needed. He 
needs sufficient ego-recognition. Finally, 
he needs skills. 

To assure himself that he is providing 
these things for his men, Mr. Cammack 
has a mimeographed sheet listing every- 
one in the agency and under each day 
of the week he can note what he has 
done for each person every day. Blank 
IB spaces represent his failures. — 

What are the kinds of things that 
can be done to develop morale? he 
asked. Nothing builds a man up more 
than being called on the telephone long 


COUTSRE sistance. His long distance bill runs over 
ite plas. $100 a month. Men should be taken to 
lunch, not necessarily to talk about in- 
surance but whatever may interest them. 
gram ifm Value of Check List 
manage, By the check list, Mr. Cammack said, 
on take i. could always see when he had gone 
ar. Ie too long without an agency conference. 
n of de Or he can tell whether he has written 
ervision B. letter to a producer recently. Letters 
n sellin Bare always sent to men immediately 
upon the receipt of applications and 
ected t) B noting any possible new prospects in 
ationshi § connection with the case. Then a letter 
_ to he Hi; sent to the applicant mentioning the 
r set agent's name. The policyholder will 
als and often say, “I got a letter from your 
time, He office the other day. They mentioned 
ovement M you.” 
“In encouraging men who may not be 
big producers and who may be pinched 
d because of quarterly or semi-annual 
4 premium collection system, Mr. Cam- 
mack regularly sends out a form show- 
ing money actually being earned on the 
of pref basis of renewals for six years. 
owing 2 All these little things have the effect 
Ziven by i of putting a man’s problems before the 
earch for manager on personal terms and enables 
‘w You H him to give what the men entrusted to 
1¢ analy his care need most. 
of rea od 
hich wa fe Division of Responsibility 
; Mr. Campbell told how he had devel- 
w in te oped a system based on a goal estab- 
ccording HF lished by a survey of the potential buy- 
have Wi ing power of the territory served by his 
nsurant®§ agency. After the present and eventual 
scope of the agency is determined, the 
Genera, agency is organized to meet it. By clearly 
presided defining each assistant’s responsibilities 
a and giving the authority to meet them, 


and by having every member of’ the 
agency know exactly who does what, it 
is possible to develop control within the 
; Iramework set up in the beginning. Mr. 

Campbell writes down in clear language 
exactly what each responsible man’s ob- 
Jectives are. One of his supervisors re- 
cently told him, he said, “For the first 
time on any job, I know clearly what 
my job is and have been given the 
authority to do it.” 

Mr. Campbell, whose agency now 
leads all Prudential agencies, said that 
agencies had lagged behind home offices 
in developing efficient operations to 
meet today’s conditions. With an _ in- 
creased volume in force, and with pro- 
duction about 75% above last year, it 
1s vital for agencies to operate at maxi- 
mum efficiency. His plan of organization 
is based on the long range goal of 
writing $25 million a year, but also must 
cover the present period which has seen 
2 tise in his agency of $6 million paid 
Insurance in 1944, $8 million in 1945, to 
e'14% million already paid for in 1946, 
mth the hope of reaching $18 million 
mdinary at the end of the year. 

How best to utilize personnel is an 
urgent question, he said, for any agency 
under this kind of rapid development. 
¢ told how he established his pro- 
















ducing units outside of Newark on a 
territorial basis, and inside on a func- 
tional basis. He has also separated the 
handling of brokers business and full- 
time business. 

The size of an agency writing busi- 
ness at the rate of $18 million a year 
prohibits the manager from retaining all 
executive responsibility in his own 
hands, he said. He must delegate re- 
sponsibility to key men within his or- 
ganization and give them the authority 
to act within their particular areas of 
responsibility. In doing this, it is neces- 
sary for everyone in the organization to 
know exactly who does what. Mr. Camp- 
bell has found that there is better ad- 
ministration within the office by divid- 
ing the handling of old and new business 
into separate units with a man in charge 
of each. He stressed the fact that this 
plan could be modified to suit the needs 
of any agency, whether rural or urban. 
Before coming to Newark, he was 
equally successful in applying the plan 
to a northern Florida agency under his 
management which covered a relatively 
sparsely settled area. 





AIDS TO LEADERSHIP 





Mr. Rust gave his observations on 
agency management which he had de- 
veloped from letters pouring across his 
desk from producers all over the country. 
What are producers seeking? he asked. 
A challenge to grow, stimulating leader- 
ship. Some ways in which this leader- 
ship can be given, he said, are to look 
for clubs and organizations in which to 
plant men suited to them, thus develop- 
ing nests of influence; to keep watch 
on a producer’s own life insurance pro- 
gram; to educate men in telephone and 
letter technique; to send bulletins to 
customers containing information about 
agents; to establish key man insurance 
on outstanding producers; to require the 
delivery of a planned lead one each 
day; and always to instill in men a sense 
ge importance of the life insurance 


ob. 

The appeal of life insurance as a 
means of saving taxes is on the way out, 
said Mr. Rust at the fall dinner meeting 
of the delegates of the Pennsylvania 
Assn. of Life Underwriters with the 
Harrisburg association. The angle of 
low interest yield on other forms of in- 
vestments will take the place of the 
approach based on tax savings, he pre- 
dicted, as taxes are cut. 


Maid Wages Sales Argument 


Producers sometimes forget, Mr. Rust 
said, that the value of a mother in a 
home needs to be insured as well as 
the value of a father. Much hardship 
suffered by fathers who cannot afford to 
hire proper care for children in the 
event of the mother’s death might be 
avoided if people are made to visualize 
what the loss of a mother will mean to 
a family. Today it is practically impos- 
sible to hire a good maid for $100 a 
month. An insurance policy on a moth- 
er’s life can provide proper care for 
children until they are grown. 

Toastmaster at the dinner was a past 
president of the association, R. M. 
Stevenson of Pittsburgh. L. V. Drury, 
Sun Life of Canada, Philadelphia, ex- 
tended a welcome to the group as presi- 
dent of the association. J. D. Guest, 
Wilkes-Barre regional insurance officer 
of veterans administration, spoke briefly. 


Mr. Ferguson gave an account of re- 
search, directed toward putting the se- 
lection of agents on a more scientific 
basis, now being made by Metropolitan 
Life. Many tests have been given suc- 
cessful producers to determine whether 
there are certain qualities common to 
good agents which can be measured 
by a testing system. 


He explained the process through 


which tests are being designed for the 
purpose of bringing to the surface men 
who will be consistent producers in all 
lines handled by Metropolitan, and who 
will balance the amount of their pro- 
duction with the quality of service they 
render to policyholders. © 


HARRISBURG NOTES 


HORSE TRADERS still in town after 
a horse show failed to give up their 
hotel rooms on schedule, and the room 
reservations made by the association 
far in advance did not materialize into 
rooms. L. W. Jackson, executive secre- 
tary, nevertheless, did a masterly job 
of placing nearly everyone by the witch- 
ing hour. Only two men were reported 
to have slept in a hotel lobby. Some 
of the speakers were guests in the homes 
of Harrisburg managers. 

Guests of the association at the con- 
ference were 22 STATE FARM LIFE 
regional managers headed by M. M. 
Stewart, state director. 


W. A. ARNOLD, Penn Mutual Harris- 
burg manager, mentioned that he had 
just had “one of those days.” One 
$50,000 and one $10,000 risk had been 
turned down for medical reasons. De- 
ciding to keep his sense of humor, he 
went out and bought his wife a Christ- 
mas present. Mr. Arnold, by the way, 
arranged for the use of the Harrisburg 
civic club when no hotel was found to 
assommodate the meeting. 

The delegate body of the association 
arranged for the distribution of 4,500 
NSLI CONVERSION SCHEDULES to 
members of the state association. 

OSBORNE BETHEA, New York City 
Penn Mutual manager, contracted a 
heavy cold the day before the confer- 
ence and was on the verge of losing his 
voice. Feeling that “the show must go 
on,” he made the ba anyway, and when 
he came to deliver his talk was able to 
speak with his usual forcefulness. 











Skit for Chicago Cashiers 


The Life Agency Cashiers of Chicago 
will hold their next meeting Nov. 19. 
A comedy skit “A Busy Day in the Life 
of a Cashier,” will be presented by Wal- 
ter N. Hiller and Arthur Johnson, Penn 
Mutual, and Harry Walter, Northwest- 
ern National Life. 


Incidents of Ownership 
Retained, Tax Court Finds 


WASHINGTON—The Tax Court 
has held that proceeds of an Aetna Life 
policy on Charles H. Thieriot in excess 
of $40,000 are includible in his gross es- 
tate under the internal revenue code. 
This case was instituted by Thieriot’s 
wife and son, as executrix and executor, 
for redetermination of a deficiency in 
federal estate tax liability on the estate, 
in amount of $22,947. Petitioners 
claimed over-payment of $6,821. 

Thieriot took out a $100,000 policy 
on his own life, naming his wife as life 
beneficiary and death beneficiary if she 
survived the insured. The life beneficiary 
had the right to borrow money on the 
policy, to receive the cash or surrender 
value, and to change the beneficiary. 
The policy provided that if the death 
beneficiary did not survive the insured 
the proceeds were to be paid to the ex- 
ecutors, administrators, or assigns of 
the insured. This provision was in ef- 
fect at his death. He paid all the pre- 
miums. 


Executors Claimed Exemption 


In the estate tax return the $97,000 
proceeds of the policy were not included 
in the gross estate, the executors claim- 
ing they were exempt. The commis- 
sioner held this resulted in a deficiency 
in estate tax of that amount, and re- 
jected petitioners’ claim for $6,821 re- 
fund. 

The court ruled out petitioners’ con- 
tention that the commissioner was 
estopped from including the $97,000 be- 
cause of a claimed settlement agree- 
ment in 1944. It also overruled the con- 
tention that decedent had not the “legal 
incidents of ownership” in the policy, by 
reason of its form and provisions. 





For full information on all life insur- 
ance facts and figures, get the Unique 
Manual-Digest, $7.00 from THE NATIONAL 
UNDERWRITER. 
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A Firm Sorulialiin 


Built solidly on the rock of unselfish service, Modern 
Woodmen of America means peace of mind and security to 
nearly half a million men, women and children. The insur- 
ance protection provided for the benefit of its members is 
varied in plan and thoroughly up-to-date, designed to meet 
every need. Be sure to invcstigate all the plus values of mem- 


For men with the right qualifications, Modern 
Woodmen will supply financial backing, will provide 
an excellent territory and furnish a tested program to 
help them build their futures securely with a well- 
established Sales Organization. In writing give full 
details—education and past business experience and 
include a recent photograph. 
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COMMISSIONERS UNVEIL NEW A. & H. 
RATE AND FORM REGULATION BILL 


(CONTINUED FROM PAGE 5) 





therefor are filed. It contains standards 
for both the forms and the premiums. 
The premiums shall not be excessive, 
inadequate or unfairly discriminatory. 
The forms shall not be unjust, unfair, 
inequitable, misleading, contrary to law 
or to the public policy of the state. 

The commissioner is empowered, fol- 
lowing notice and hearing, to prevent 
any company from using any policy 
form if he finds that it does not meet 
the standards. It also empowers the 
commissioner to call for statistical in- 
formation to enable him to determine 
whether the standards have been met. 
It authorizes concert of action and sub- 
jects company organizations to the 
same supervisory processes  substan- 
tially contained in the model rate regu- 
latory bills in so far as licensing, exami- 
nation, admission to membership, etc., 
are concerned. 

This proposal does not require af- 
firmative approval in advance of forms 
and rates. 

“This proposal,’ the release states, 
“imposes no burdensome administra- 
tive details for dealing with policy con- 
tracts which on their face are fair and 
reasonable; on the other hand, it does 
provide police power to deal with those 


policies where, because of inadequacy 
of coverage or excessiveness of rate, 
or both, the result is unconscionable 
and not in the public interest. The 
practice of approving policy forms in 
advance is widespread and the optional 
character of the language employed 
would enable a commissioner to adhere 


to this program under this bill; in 
short, the bill does not preclude that 
practice.” 

The N.A.I.C. committees voted to 


accept the all-industry reports on the 
Robinson-Patman act and voiced the 
belief that the suggested legislative 
procedure provided an adequate and 
satisfactory method of dealing with 
that act on a state level and the com- 
mittee recommends for use in the states 
the proposals therein contained. 

The recommendations are for the en- 
actment in each state of rating laws 
that meet the requirements of public 
law 15; the enactment in each state— 
either as an integral part of the rating 
law or independently—of statutes pro- 
hibiting unfair rate discriminations and 
prohibiting rebates; in the absence -of 
a statutory regulation of rates, the in- 
surer affected, for protection against 
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must rely exclusively upon state laws 
prohibiting discrimination and rebates. 
In such case the recommendation is 
the enactment, if it is possible, of nec- 
essary exceptions to the discrimination 
and rebating statutes to enable the in- 
surer to operate effectively. 

Also, the enactment in each state of 
statutes recognizing insurance brokers 
and delineating their rights and duties, 
specifically authorizing the payment of 
commissions to licensed brokers and 
specifying the conditions under which 
brokerage may be paid to out-of-state 
brokers. 

In view of the fact that the appli- 
cability of the Robinson-Patman act to 
insurance is uncertain and because the 
intent of Congress, as expressed in pub- 
lic law 15, is by no means clear, the 
recommendation is that the applicability 


——= 
of the Robinson-Patman act be inclugg 
in any discussion that may be he 
with the insurance subcommittees a 
pointed by the Senate judiciary co, 
mittee and by the House judiciary cop, 
mittee. 


CONFERENCE HITS NEW BIL, 

The accident and health bill that wy 
released this week by the commiggig,, 
ers committees apparently took the jp. 
dustry by surprise. Harold R. Gordo, 
managing director of the Health 4 
Accident Underwriters Conference, gi 
that organization will oppose the ng 
measure because it provides for cop. 
pulsory rate regulation, which the op, 
ference still regards as neither feasijj 
nor desirable. It maintain its Origin! 
position as favoring freedom of com 
tition in the accident and health field 

















Fair Weather Underwriting | 
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to give agents comprehensive service on 
standard and substandard lives. Again, 
some of the direct companies have re- 
frained from entering new fields of un- 
derwriting and from extending their 
limits of retention to include certain 
classes of substandard risks that are 
accepted by reinsurers. Most companies 
with relatively high limits of retention 
have not increased their limits for stand- 
ard business. Hence many companies 
have increased both their limits of issue 
and number of substandard classes with- 
out making changes in their retention 
limits. 


Mortality Much Better 


Reinsurance mortality has improved 
materially in recent years which is at- 
tributable largely to the improvement in 
the mortality under policies for large 
amounts. Nevertheless, reinsurance mor- 
tality has continued to be higher than 
that on direct business. Mr. Kalmbach 
made some observations on the reason 
for such difference. 

For one thing, there is the effect of 
the so-called “limited retention” cases. 
These are cases that are sufficiently bor- 
derline that the originating company is 
unwilling to retain its full limit for the 
mortality classification assigned. How- 
ever, usually the original company ac- 
cepts these cases upon a liberal basis 
because of agency considerations and 
reinsurers are usually willing to follow 
the action of their clients, at least to 
the extent of the amount retained. This 
practice in itself has perhaps encouraged 
the reinsurance of these risks, he said. 
This class of reinsurance has increased 
due to the tendency of brokers to submit 
to numerous companies relatively small 
amounts on borderline risks that are 
seeking large lines of insurance. When 
a reinsurer accepts a limited amount on 
such a risk from one client, it cannot 
well refuse to do so for others, and the 
reinsurer often ends up with a large line 
of reinsurance on such risks. 

Another class that produces higher 
average mortality for the reinsurer is 
that which falls within the original com- 
pany’s normal retention limits. A group 
of lives sufficiently borderline that the 
original company is not willing to retain 
any portion of its normal retention limit 
can be expected to show higher than 
average mortality. 


Term Mortality Favorable 


Mr. Kalmbach said that the mortality 
for the past 10 years has been favorable 
on yearly renewable term reinsurance, 
based upon the amounts at risk under 
the original policies. Hence a substan- 
tial reduction was made recently in 
yearly renewable term premiums. He 
said that a large portion of the gross 
profits of the reinsurer in normal years 
should not be considered as current net 
earnings because a contingency reserve 
must be created for the periods of high 
mortality. Also the original insurers, sub- 
ject to certain limitations, are permitted 
to make retroactive increases in reten- 
tion. When this is done the reinsurer 
loses the most favorable portion of its 




















reinsurance, and this has an adyery 
effect on its profit margins. 

The yearly renewable term method # 
the most common for non-participatig, 
business. Most of the reinsurance of py. 
ticipating policies, which now compris, 
a large percentage of the total new 
insurance, is handled upon either aq 
insurance basis or upon a modified y 
insurance basis with the reserves retain¢) 
by the original company. The reinsyy 
follows the dividend schedule of ty 
original company. The direct compani 
have been withholding a higher thy 
normal percentage of mortality profi 
because of reserve-strengthening pp. 
grams and hence reinsurers have pr 
ceived higher than normal margins, By 
over the years it is. unlikely that reip 
surers will receive mortality margins; 
excess of those required to cover th 
actual reinsurance mortality. It is fikey 
that the reinsurers’ ultimate net proif 
will arise almost entirely from saving 
in expenses. 





Aetna Salary Increases 


The Aetna Life salary increases th 
have been put into effect consist of 159 
on the first $5,000 of salary and 5% q 
earnings in excess of that amou 
These additions were incorporated itt 
basic salary and then there will be 
Christmas bonus of 5% of basic salan 
Dec. , 1. However, the management a 
nounces that hereafter the bonus si 
tem will be discontinued. 


N. J. Trust Council Meets 


At the dinner-meeting of the Life 
surance & Trust Council of North Jé 
sey, in Newark, N. J., David Stock, ls 
turer and author and a member of 
Chicago bar, outlined the method of@ 
taining trust flexibility without lost 
the income tax advantages of settleme 
options, employment - retirement 0 
tracts, insurance potentialities of proli 
sharing plans and reducing the gam 
of inflation by investing capital in li 
insurance. About 60 members attendé 
The annual meeting will be held! 
January. 
















Social Security in a “nut shell”, plusé 
gadget appeal. That’s the Social 8e 
Pocket Slide. Ask THE NATIONAL UM 
WRITER. 











/ 5 
N AS L0V' 


ei 













HOTEL 


enno} 











15, 194 
——=—= 
include 
be heli 
ttees ap. 
TY Com. 
ary com. 


BILL 
that Was 
Mission. 
k the ip. 
. Gordon, 
lealth § 
NICE, said 
the ney 
for com. 
the con. 
r feasibj, 
$ Origin, 
f compe. 
th field, 


1 advers 


method ij 
rticipating 
ce of pat 
comprise) 
il new re 
ther a op 
rdified cgi 
es retainel 
> reinsure 
le of th 
companics 
gher tha 
ity prot 
ning pr. 
have te 
gins, By! 
that rein 
margins i 
cover thy 
It is likeh 
net proj 
ym. saving 


es 


reases thi 
sist of 159 
and 5% a 
t amoui 
orated int 

will be 
asic sala 
rement 2 
bonus si 


2ets 

he Life i 
North Je 
Stock, le 
vber of tH 
thod of 
1out lost 
" settleme 
ment coq 
s of proti 
the gam 
yital in li 
rs attendel 
be held 







11’, plus ¢ 
vial Se 
NAL UND 











Tells you “ata glance*”—Who will write the Contract 





Standard Equipment 
In All Progressive Offices 


When you want to know, 
QUICKLY — who will write — 


Accident Expense Reimbursement ? 
Age 70? or 5 Pay Life? 

Aviation Accident? 

Aviation Life?—-Who, How? 
Automatic Convertible Term? 


Combination Life and Annuity? 
Deferred Survivorship Annuities? 
Diabetics ?—( Selected Cases) 
Disability Income for Women? 
Extended Term on Sub-standard? 


Family Group? Term to 65? 

Five Year Endowment? 

Graded Death Benefits on Sub-standard ? 
Group on Fraternal Organizations? 
Group Permanent? 


Hospitalization ?—Pension Trusts? 

Joint Contracts on 3 lives? 

Overweights—Ulcer Cases? 

Policy Changes, by Contract? 

Short Term Single Premium 
Endowments ? 


Single Premium Juvenile? 
Small Loan Coverage? 
Sub-standard over 65? 
Temporary Annuities? 
Wholesale Insurance? 


And Many, Many Others 


Just turn to "Who Writes What?” 


You are looking for! 
“Who Writes What?” 


New Improved 1947 Edition Ready in January 
+ seOE e ln oe ae a * 





Whenever you want to know what company or companies will write 
something a little “out-of-the-ordinary,” what do you do? You may spend 
considerable time and effort writing, wiring or phoning around. All you 
need fo do, to get the answer immediately, is just turn to “\WHo WriTEs 
Wuat?” 


Many New Subjects Added 


All sorts of bothersome “Who-Writes-It” questions—such as sug- 
gested herewith—are answered at a glance by this unique time-saving 
reference book. More and more subjects have been incorporated in “Who 
Writes What?” each year since the first edition in 1942. Among the many 
new ones planned for the 1947 edition are—who writes Selected Diabetics, 
Tuberculosis or Ulcer cases?, Joint Contracts on 2 or 3 lives?, several new 
questions on Youngest age and Oldest age accepted, and numerous others 
as indicated herewith. Don’t “hunt around” for the answers—just furn to 
“Wo Writes WHAT?” 


No Need to “Hunt Around" 


Instead of “wondering” who will write Temporary Annuities, Older 
Ages, Aviation Accident, $10.00 Disability, Group on a Fraternity, Small 
Loan Coverage, Single Premium Retirement Annuities, 20 years Advance 
Premiums—Term to age 70 or what not—save your time and effort— 
just turn to “Wo Writes WHat?” 


A GREAT "Time-and-Trouble-Saver" 


Merely consult the comprehensive topical index, turn to the section 
indicated and there you have in one place a list of all the companies that 
write the contracts you want—and what they will do about it. Fieldmen, 
agency managers, and company executives — by the thousands — use 
“Who Writes What?” regularly and praise it highly. Be sure there is a 
new improved 1947 edition handy to you—so you can just turn to 
“Wo Writes WHAT?” 


It gives you the Answers — Immediately 
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Mail this Coupon for Yours NOW! 


Send me as soon as ready, at prices shown 
—_—cop___ New 1947 "WHO WRITES WHAT?" (January) 
Charge to My Account [J]. Send C.0.D. []. My Check Attached [. 


You may order 
on “ten-day- 
approval” 





Single Copy 
Price $3.00 


6 copies $2.75 ea. INARIOS Soo bere acer Ree Leas Cake anes Wi@se osc cceiten 
12 copies 2.65 ea. 
25 copies 2.35 ea. Oe aE, EPO Ee MEE A Ee Pe ae 
50 copies 2.25 ea. 
100 copies 2.00 ea. PIN i. 3's de nnn i899 pcaenmks <05 dnes tee 
Ro 4a0cixescntanansceebs (Zone ) Seti ewcccandess 


To the National Underwriter Co., 420 East 4th St., Cincinnati 2, Ohio 
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MASS PRODUCTION... 
with Atna Life Thrift Plans 


As low in sales resistance as they are in cost, Etna Life Thrift Plans close a large 


number of sales with a minimum of time and effort. They broaden the Etna producer’s 


circle of clients... give him an “in” with young men who may some day become 


substantial customers . . . start a chain-reaction of satisfaction which produces more 
and more referred leads. These results have been proved through extensive field tests by 


many of our top producers. 


ATNA LIFE INSURANCE COMPANY 


Affiliates: 
Etna Casualty and Surety Company HARTFORD 15, 


Automobile Insurance Company 
Standard Fire InsuranceCompany CONNECTICUT 





